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Companies Approve 
Additional Extended 
Cover Endorsement 





Agents’ Committee Also Supports 
Changes Going to Rating 
Bureaus Shortly 


$50 DEDUCTIBLE PROVISION 





Certain Water Damage Coverage, — 


Vandalism and Malicious Mis- 
chief, Building Glass Breakage 





After months of study and delibera- 
tion by fire companies and producers 
the Insurance Executives Association 
and the property insurance committee 


of the National Association of Insurance 
Agents have approved a proposed “ad- 
ditional extended coverage endorsement” 
containing numerous additional ‘risks to 
be insured. The proposed extended 
coverage changes will now go to rating 
bureaus throughout the country, by way 
of regional organizations, and it is ex- 
pected the new form will be filed shortly 
with state Insurance Departments for 
approval. 

This endorsement is designed to sat- 
isfy, within reasonable limits, both pub- 
lic and agency demand for insurance 
coverage on a broader basis than now 
afforded by the conventional fire and 
extended coverage contract. 


Companies Willing to Write Risks 


Approval and submission of the form 
by the IEA does not create any manda- 
tory obligation on behalf of the bu- 
reaus, but does signify the willingness 
of the companies to underwrite the 
hazards designated therein. The fact, 
too, that the NAIA, through its prop- 
erty insurance committee, considers the 
creation of this cover a major project 
and strongly urged its adoption through 
lengthy negotiation with the companies, 
will no doubt stimulate early recognition. 

The new form will avoid maintenance 
and nuisance claims by the inclusion 
of a $50 deductible provision and will 
be available not only for private dwell- 
ings, but also on their contents. 

The endorsement is designed for at- 
tachment to a fire and extended cover- 
age policy only, but does not modify, 
limit or restrict the parent contract in 
any degree. 


Water Damage Coverage 


Water damage is covered, if caused, 
generally speaking, by accidental dis- 
charge from interior service facilities. 
Flood, sewer discharge and wave dam- 


(Continued on Page 24) 
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Mission 


The life underwriter is doing something more important than 
just selling life insurance. It is no small thing to plan a future for 
one’s self in which the work is to be of definite value to one’s 
fellowman. The life underwriter deals in definite futures among 
people who, without the service he has to render, might have 
unplanned futures for their families. 
























Today the word “security” and the thought of security are 
very much in the minds of people. The underwriter’s function is 
to seek out a man with a potential future, study his present and 
his scattered plans for security, see the needs, convert the whole 
into a safe and workable plan and then start the plan working. 
















When looking at his job in this way, the underwriter faces 
a task with many unselfish angles. The more unselfishly the 
underwriter works the more likely he is to develop into a man 
with a professional point of view. He does not become a pro- 
fessional man through merely thinking that the name of pro- 
fessional man carries more dignity. 
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1950 Production Of 
Northwestern Mutual 
Was $455,000,000 


This Was an Increase of 11% 
Over 1949 and 93% Gain 
Over 1941 Results 


MEETING HELD IN WALDORF 


General Carl Gray of Veterans 
Administration Guest at Ban- 
quet As Were Three Trustees 





The annual Eastern States convention 
of the Northwestern Mutual Life’s field 
forcé was held at the Waldorf-Astoria 
the first half of this week. The general 
belief of the field men was that con- 
ditions are favorable for one of the 
best of all life insurance 
years in 1951. 

In a talk to the field men Wednes- 


production 


day Grant L. Hill vice president in 
charge of agencies, summarized the 
company’s 1950 production results. That 
production was $455,000,000, which is an 
11% increase over 1949 results, and a 
93% increase over the 1941 figures. The 
paid business was 7.6% of what was 
Northwestern Mutual’s 
force on January 1, 1950. Mr. Hill also 
said there had been a considerable in- 


insurance in 


crease in the average-size policy. 

President Edmund Fitzgerald said the 
company’s ratio of net rate of interest 
earned was 3.13% in 1949, and he an- 
ticipated that the 1950 figure will be 
3.15%. 


Waldorf-Astoria Banquet 


The main ballroom of Waldorf-Astoria 
Hotel was filled Tuesday night with 
the field force of the company and their 
wives. Toastmaster was Robert E. Di- 
neen, vice president. No insurance home 
office executive at the present time is 
more in demand as a speaker than is 
Mr. Dineen 
Northwestern Superin- 
tendent of York 
State for about five years. Since retir- 
ing from the New York Department 
Mr. Dineen has made a number of 
insurance 


who, before going with 
Mutual, was 


Insurance in New 


speeches before companies 
and insurance organizations, most of 
which related to SS and NSLI and 
have been based on the trip he had 
made to Great Britain when Superin- 
tendent. In England he met many of 
the principal figures in public life and 
social welfare circles. 

Short talks at the banquet were made 
by President Edmund Fitzgerald and 


(Continued on Page 4) 
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“Back in 1942 I joined the Payroll 
Savings Plan at the U. S. Naval 
Ordnance Plant where I work as an 
executive secretary. I put 10% of 
my salary into bonds to help win 
the war. And I still buy bonds.” 














“Through careful managing, the twins 
and I have lived comfortably and 
saved too. This fall the twins will 
enter Butler University— thanks to 
U.S. Savings Bonds, the best way 
to save I know!” 








5 defense, 
~will see ny mag college” 


HOW U.S. SAVINGS BONDS ARE PAYING OFF FOR 
MRS. MARY CALLON OF INDIANAPOLIS, INDIANA 


““Meet Janet and Jack, my twin reasons for buying bonds,” says 
Mary Callon. ‘Even though I’m a widow, these children are 
going to have a college education. The U. S. Savings Bonds I 


bought will see them through!”’ 


Wns. Callens Story can, be your story, too | 


What Mary Callon did, you can do, 
too—and just as easily! Just take 
these three simple steps— today: 


1. Make one big decision—to put 
saving first, before ‘you even touch your 
income. 


2. Decide to save a regular amount 
systematically, week after week, or 
month after month. 


3. Start saving automatically by sign- 
ing up today in the Payroll Savings 
Plan where you work or the Bond-A- 


Month Plan where you bank. You 
may save as little as $1.25 a week or as 
much as $375 a month. If you can set 
aside just $7.50 weekly, in 10 years 
you'll have bonds and interest worth 
$4,329.02 cash! 


You'll be providing security not 
only for yourself and your family 
but for the free way of life that’s so 
important to us all. And in far less 
time than you think, your plans will 
turn into reality, just as Mary Cal- 
lon’s are doing. 


FOR YOUR SECURITY, AND YOUR 
COUNTRY’S TOO, SAVE NOW—THROUGH 
REGULAR PURCHASE OF U. S. SAVINGS BONDS! 


Your government does not pay for this advertisement. It is donated as a public service by 
The Advertising Council and the Magazine Publishers of America through the co-operation 
of Foote, Cone & Belding and this publication. 
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Edmund Fitzgerald Reviews Fine Year 


Excellent results of the past year’s 
operations and a look into the future 
were given by Edmund _ Fitzgerald, 
president, at Northwestern Mutual's 
regional meeting at the Waldorf. As- 
toria, New York, on Tuesday. He said 
business in force at the close of the 
year amounted to $6.3 billions which 
was a gain of 5%. He said the trend 
toward term insurance was no problem 
at Northwestern as total term on al! 
plans was 24% compared with 21% a 
year ago, much of which was in con- 
nection with Ordinary life in the new 
family income series. 

Turning to investment operations Mr. 
Fitzgerald said: “New bond invest- 
ments were made at slightly above the 
return for 1949 new investments. Growth 
of the bond account was the lowest for 
many years totaling about $40 millions 
or roughly 2%. Most of our new funds 
were invested in mortgage loans. That 
account increased by 30% to about $450 
millions or 17.5% admitted assets, a 
remarkable growth. Larger totals in 
mortgage loans give us a more desir- 
able diversification and an improved 
rate of return. Policy loan growth has 
been unspectacular and represents no 
larger share of assets than a year ago. 

Earnings 

“The ratio of actual to expected 
mortality was several points higher 
than in 1949. With approximately 25% 
of our business on a CSO basis where 
the mortality margins are narrower, 
some basis for this change can be 
found. The record is close to that of 
the year 1948, a very good year. 

“Our net rate of interest earned was 


3.13% in 1949. We anticipate that it 
will be 3.15% or so in 1950. Trading 
profits occasioned by the rearrange- 


ment of our portfolio will approximate 
$4 millions and no substantial changes 
in admitted asset value of market basis 
securities are anticipated. With lower 
interest required on our reserves, our 
margin of safety has widened. 

“Operating expenses are larger in 
amount, but about in line with growth. 
Purchases of office equipment involved 
large expenditures but will result in 
future operating economies. Last year 
we created a reserve of $3.6 millions for 
proposed retroactive federal income 
tax. Retroactivity was killed and only 
about 40% of this amount was used. 
The balance will be mighty handy, for 
our 1950 federal tax, payable in 1951, 
under the present law will be at least 
60% higher. 

“Guesses are 
life insurance business, 
to try one or two. When the 1950 
operations will have been completed, 
gains from all three usual sources 
should not be far away from 1949. We 
can therefore complete our reserve 
strengthening under option funds in 
possession, annuities and_ retirement 
funds of Home Office and Field. Addi- 
tions to investment reserves and gen- 
eral contingency reserves will enable 
us at least to improve their ratio to 
total liabilities and we will have paid 
competitive dividends. It is always 
comforting to remember that it is our 
strength which permits us to undertake 
this program of statement improve- 
ment; while simultaneously maintain- 
inga ‘competitive position in the present 
and protecting that position for the fu- 
ture. As we enter 1951, our Company 
is in a healthy condition. 

Concentration of Risk 

“In our thinking about the future, we 
have examined our concentrations of 
risk in the investment and underwriting 


frowned upon in the 
but I’m willing 


areas. We have our largest concentra- 
tion of investments in Chicago with 
less than 4% of assets there. This 


risk is spread over an area 60 miles 
long and 40 miles wide. The next larg- 





est concentration is in Los Angeles 
with 214% of assets. Here too the area 
is great and the investments include 
such items as obligations of local goy- 
ernments, widely scattered housing de- 
velopments and securities of companies 
whose national headquarters are in the 
area, but whose plants are dispersed 
throughout the country. 

“General agencies in Metropolitan 
New York account for 8.7% of North- 
western’s age iege gd in force and you 
know more than I do about the spread 


of that business. Chicago is second 
with 48%. Grant has made the com- 
ment that the fact that 30% of our 


business comes from district agencies 
is to our advantage. Our microfilming 
of reeerds program has been broadened 
and films have been lodged in country 
areas. The duplicate records in general 
agents’ offices are another source of 
security. I cite these observations not 
because of a panicky atmosphere, but 
so that you may answer questions from 
the uneasy policyholder who may in- 
quire of you, just as a number have 
written to us. 

“It is difficult to forecast what poli- 
cies will govern the management of 


Northwestern Mutual Meeting In 


insurance funds in the future, until we 
know more of the kind of economy we 
are going to live in in the years ahead. 
One phase of our reserve strengthening 
program as I have indicated has been 
completed. It would be desirable to cre- 
ate a reserve for future option settle- 
ments and return the ratio of con- 
tingency reserve to total liabilities to 
the high of 1946. The speed with which 
these goals can be attained will be gov- 
erned by the level of our operating 
expenses, any losses that we may ex- 
perience, the federal tax legislation and 
future dividend policy. At the moment 
such considerations are in the field of 
speculation. 
War Clause 


“The possible need of a war clause 
has been under study by the companies 
and the Insurance Commissioners since 
the outbreak in Korea last June. This 
has been a less urgent question for 
the Northwestern than for other com- 
panies that write military risks, because 
we insure only civilians. We have a 
war clause on file with the Insurance 
Departments in readiness but as yet no 
date has been set for its use. If the 
outlook as to war darkens, it may be- 
come necessary to introduce the clause 
to eliminate war coverage in new poli- 
cies and thus avoid being flaoded by 
applicants seeking b insurance. 


Grant Hill on Inflation Selling 


Announces Expanded Advertising Campaign; Company to 


Issue a New Magazine, 


“Northwestern Notes,” 


for Policyholders and Prospects 


The concluding speaker of the meet- 
ing was Grant L. Hill, vice president 
and director of agencies. He announced 
a new magazine “Northwestern Notes” 
to be used by agents to supplement 
calls on policyholders, prospects and 
centers of influence. It is to be a highly 
personalized 12-page, pocket-size pub- 
lication which will be published every 
other month. It will contain interest- 
ing insurance items, feature articles by 
top writers on historical, humorous and 
timely subjects. 

He also announced that the com- 
pany’s national advertising program has 
been increased to include Newsweek 
magazine and Successful Farming, in 
addition to the Saturday Evening Post, 
Time and the usual schedule of trade 
iournal advertising. He gave some in- 
teresting illustrations of the favorable 
comments received the past year on 
the campaign which has featured lead- 
ing business and professional men mak- 
ing strong statements about life insur- 
ance and its importance in the average 
person’s scheme of things. This cam- 
paien will continue through 1951. 

Mr. Hill congratulated all present on 
the part they had played in another 
outstanding year of production. The 
final figures were not available but 
based on the trend, it appeared there 
would be a 15% increase in volume 
and a 12% increase in average size 
policy paid for. It was the second larg- 
est vear in the comnany’s history, being 
exceeded only by 1947. He stressed the 
number who had taken advantage of 
these times and qualified for the Mil- 
lion Dollar Round Table of the NALU 
in 1950 for the first time. He dwelt 
on the changing market because of 
the man power shortage and war situa- 
tion and emphasized the importance of 
agents shifting their prospecting ac- 
cordingly. 

Gives Inflation Selling Angles 
In dealing with the subject of in- 


flation, Mr. Hill said, “You would 
think that about the death benefit 
there would be little argument, yet 
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GRANT L. H&#LL 


some prospects apparently need to be 


reminded that there is no better in- 
flationary hedge than the death benefit 
of life insurance.” He then quoted 
some good examples of early death 


claims and the large inflationary result 
on the nominal investment made by 
the insured. He also quoted how some 
of the company’s leading agents were 
handling the inflation objection, such as 
Paul Wallace, Seattle, who says: “You 
are right, Mr. Prospect, and before 


we examine the effect of future de- 
velopments, we should certainly ex- 
amine your present program and take 


steps to bring its real purchasing power 
for your family back to where it was a 
few years ago.” 

“ < c ° 

Despite the tremendous amount of 
life insurance sold during the decade,” 
Mr. Hill continued, “real protection— 
that is with relation to 


coverage 





New York 





EDMUND FITZGERALD 


The purpose of the clause is to enable 
the company to continue its normal 
new business sold for the usual peace- 
time insurance needs. The clause on 
hand is a “results” clause. Inasmuch as 
the mere existence of the clause makes 
it effective as an instrument of selection 
its provisions have been drawn in lib- 
eral terms. 

“In the meantime, the company has 
felt that the effect that the threat of 
war has on our business has been ade- 
quately met by underwriting regula- 
tions. There have been restrictions as 
to term insurance and some restriction 


likeli 


as to amount in relation of the 
hood of being called for service. By 
limiting to permanent plan, we have 


sought to reduce war scare purchases 
which would be followed by high lapse 
rates. 

Inflation—Facing the Facts 

“Today inflation is news and does not 
lack discussion. This is good for when 
the American public is aroused, it has 
a way of correcting an evil. How we ar- 
— at the present situation is of con- 

ern only because some understanding 
mr it may help determine our future 
course. In explaining a condition of 
imbalance between purchasing pow er and 
available goods and services, dozens of 
causes, all of them familiar, are cited 
by the economists. Curiously, however, 
as I see them, all appear to blame the 
other fellow, whoever and wherever he 
is. This, it seems to me, is worth men- 
tioning, for my conviction is that solu- 
tions will not be found if only the other 

(Continued on Page 12) 

purchasing power—is actually 8% less 
than it was in 1940. Among people 
earning $7,500 and more a year. one- 
third are putting less than 2% of their 
income into life insurance. Among 
people earning between $3,000 and $7,- 
500, 40% are paying less than $100 a 
year in premiums. 

“So the primary worry of most men 
should be not only what dollars may 
be worth in the future, but also how 
many dollars each will have. To put it 
another way, the major concern of 
nearly every man should not be to 
become a ‘Man of Distinction,’ but 
how not to become, financiaily speak- 
ing a ‘Man of Extinction.” 

In addition to other subjects he 
dwelt on the position of life insurance 
agents under the revised Social Security 
Act which became effective January 1. 
He stated that a 3-page circular pre- 
pared by the Legal Department of the 
company was in the mail to all agents 
construing the 1950 Social Security Act 
as fully as was possible until the final 
regulations are issued. 
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NORTHWESTERN MUTUAL MEETING IN 


NEW YORK 








V.A. Miletti on Business Insurance 


Vincent A. Miletti, Northwestern Mu- 
tual, Newark, speaking on business life 
insurance at the Northwestern regional 
convention at the Waldorf-Astoria this 
week, said that he has found that in 
almost every business insurance situa- 
tion there were several inherent weak- 
nesses, any one of which could preclude 
the possibility of doing business. “The 
most important of these weaknesses,” 
he said, “in my opinion are: 

“1. A complete lack of understanding 
on the part of my client of that which 
I am trying to accomplish. 

“2. Basic human selfishness, in that 
each is trying to secure for himself the 
best possible advantages consistent with 
maintaining a sound relationship with 
his associates and all interested parties 
who may at some time have a voice in 
the action under consideration. 

“3. The fact that our client, in turn- 
ing to his attorney or accountant for 
advice and guidance, will in many in- 
stances, confer with one who is not 
thoroughly posted on the many rami- 
fications of binding buy and sell agree- 
ments, and, who unfortunately. has 
neither the time nor the facilities to 
make a comprehensive study of his 
phase of law. 

“4. That frequently too much empha- 
sis is placed on possible estate tax 
Savings. 

“5. And probably most important, we 
are operating in a field in which there 
is little direct law. Yes, there are many 
decisions and quite a bit of established 
practice that can help us in planning, 
but there are many negative factors 
that should be thoroughly canvassed.” 

Mr. Miletti advised underwriters who 
write business insurance to make it a 
practice to pick up for review agree- 
ments already in force, not only those 
of other underwriters, but also your 
own. You will be surprised, he re- 
marked, at how disturbed you can get 
and how much new business can result 
therefrom. 


Sentimental Thinking 


About sentimental thinking and busi- 


Hazeltine Views 


In a talk on “Taxation Highlights” at 
the Northwestern Mutual regional con- 
vention at the Waldorf-Astoria this 
Ernest D. Hazeltine, Jr., Haver- 
hill, Mass., recommended using the tax 
approach. “All the tax approach is sup- 
posed to do to justify its use,” he said, 
“is to open the case. You don’t have 
to be a curbstone tax expert to use the 
tax approach to start the prospect 
thinking. You don’t have to scare him 
—his lawyer, his accountant, or his tax 
bill, will do that. 

“Federal taxes of interest to life in- 
surance men and women can be divided 
roughly into three categories: income 
taxes, gift taxes and estate taxes. 

“In the field of income taxes: 1. 
Insurance contracts are unique because 
they permit a man or woman to ac- 
cumulate funds, and at the same time, 
to postpone, or to eliminate completely, 
the income tax liability on the interest 
earned on these funds during the ac- 
cumulation period. 2. The tax advan- 
tages of the disbursing options under 
life insurance contracts have just been 
reaffirmed by the Senate Finance Com- 
mittee when it rejected an attempt by 
the House to tax installment settle- 
ments. 3. The new Federal Social Se- 
curity Act provides up to $1,800 a year 
of completely tax-free income, regard- 
less of the taxpayers income tax bracket. 
4. Higher personal Federal income tax 


week, 


necs judgment, Mr. Miletti said that it 
becomes necessary for the underwriter 
to distinguish with his client between 
the two. “It is not uncommon,” he said, 
“for a group of business associates to 
assure each other that the survivors 
will take care of the family of a de- 
ceased stockholder. This in my opinion 
is sentimental thinking. Because, at 
some later date business judgment must 
be brought to bear on the problem. We 
can be justified in assuming that they 
will think rationally. Should they elect 
to continue an income factor to the 
widow—an income that bears some rea- 
sonable relationship to the deceased 
stockholder’s salary, and if the widow 
or family contribute little or nothing to 
the business, just how long do you 
think it will be before the surviving 
stockholders conclude that they can 
rent the capital the decedent left in 
the business and at a rate of 2 or 3 
or 4%. 

“T believe that very few business men 
have appraised and intelligently ana- 
Ivzed the problems that will confront 
the family. 

“We cannot assume that each mem- 
ber of our client’s family has been 
granted the same sense of proportion— 
of business acumen—of understanding 
and of business leadership. Hence, in 
his business as in all other there is a 
period of time when the financial des- 
tiny of each family member and each 
business associate will be dependent 
upon the ability of newer management 
to guide the future of a business, not 
only within its own orbit, but in its 
association with other businesses. 

“The economic existence of my client’s 
family and mine, ” Mr. Miletti said in 
conclusion, “is dependent upon my 
knowledge of this subject. I have found 
it necessary to pass from the role of 
a salesman of business insurance to 
that of an evaluator of my client’s 
problems. This transition has given to 
me the dignity and character which I 
think we must all strive for if we are 
to justify the confidence that we ask 
our clients to place in us.” 


on [Tax Approach 


rates have emphasized the importance 
of accumulating funds for an employe’s 
benefit in an employe pension trust. 
5 T. 4020 which followed the Volck- 
ening case has opened up new possibili- 
ties for the use of pension trusts in 
closely-held corporations. 6. Higher in- 
come taxes are making it almost im- 
possible to finance a survivor-purchase 
agreement out of income. 7. A prospect 
can get the benefit, today, of an in- 
come tax deduction for a planned future 
bequest if he wants to use life insurance 
for this purpose. 

“In the field of gift taxes, the first 
item of importance is the fact that 
Section 811 of the Code has been 
amended to remove the complications of 
the ‘contemplation of death’ doctrine 
from gifts that were made three or 
more years prior to the death of the 
donor. 

“In the field of estate taxes, it is no 
exaggeration to say that estate taxes 
are practically confiscatory on the un- 
planned estate of a successful business 
man.” 

About tax approaches, Mr. Hazeltine 
said that if it’s a worthwhile prospect, 
he’s entitled to have you spend some 
time thinking about a way to catch his 
interest. “You can work out your own 
colorful approach,” he said, “for any 
one of the taxation highlights. However 
colorful your approach, be sure it ob- 
tains for you an interested listener.” 


R. R. Brown Pays Tribute 


to Life Insurance Industry 

Royall R. Brown, CLU, Northwestern 
Mutual Life, Durham, N. C., addressing 
the company’s regional convention this 
week at the Waldorf-Astoria said that 
we hear very much today about there 
being no more frontiers. “America’s 
secret weapon,” he said, “is a weapon 
of ideas. An idea that is practicably 
executed is usually a sale. Unlike those 
in other businesses, we have the oppor- 
tunity to develop these ideas as we see 
fit, and to the limit of our capabilities, 
to follow our initiative because there is 
no one who might know less than we 
do to hold us back. We are always on 
a wide open road, our progress depend- 
ing entirely on how good a job we 
have done in creating and collecting 
ideas and in bringing them to fruition.” 

Mr. Brown said that the representa- 
tives of the life insurance business were 
very fortunate to make such a wonder- 
ful living in a business that is so ac- 
ceptable to the public. “Never before 
in our time,” he continued, “have agents 
earned such a high place in the estima- 
tion of the public, and never have they 
received such respect. We should not 
forget, however, that for every oppor- 
tunity there is a corresponding duty. 
Those who have gone before us have 
brought the business to its high level, 
and we, by study, perseverance, and 
high character should carry it to even 
higher levels. 

“In our field of work we have the 
opportunity to become partners in a 
great team through the cooperative ef- 
forts that have brought this insurance 
business to the place it holds today. 
The home office, the general agent, the 


Uncover the Need 


Robert E. Hoffman, Northwestern 
Mutual, Scranton, Pa., addressing the 
Northwestern Mutual regional conven- 
tion at the Waldorf-Astoria this week 
said that practically all life insurance 
salesmen have experienced the disap- 
pointment of men saying that they had 
all the insurance they needed, were 
going to buy stocks and bonds instead, 
or why they weren’t going to buy life 
insurance. “Why did we fail,” he asked. 
“Perhaps it was because we had not 
chosen the prospect carefully in the first 
place. Most anybody. we see on the 
street has one qualification in common- 
need. Men’s needs may vary to meet 
many conditions—but all men have a 
need of one sort or another. Our job 
is to uncover it and make him aware 
of it. I think it is safe to assume that 
our failure was not the result of a 
lack of need. It is possible that our 
failure to sell was the prospects lack 
of ability to pay. Don’t ever forget that 
a man may recognize his need and be 
insurable, but if he lacks the ability 
to pay both he and you are helpless to 
do much about it. The most probable 
reason why we failed to sell was that 
we didn’t motivate him. Our failure to 
motivate him lost us a commission and 
our failure to sell was much more seri- 
ous than the commission we had lost. 
We had failed to live up to our duty 
to our fellow man and the institution 
of life insurance. We had failed to per- 
suade this man to save a few dollars 
today, perhaps at the cost of a few 
trivial current pleasures, in order that 
his family might have life tomorrow. 

“When we fail to sell our prospect 
the life insurance he needs, we are 


the ones who must bear part of the 
responsibility for the future suffering 
which inevitably must occur. Remember 
that and you will find more courage to 
speak frankly and with conviction. It is 
the best excuse in the world for ap- 
proaching your friends and _ relatives, 


E. T. Proctor Discusses 


New Family Income Policy 

E. T. Proctor, Northwestern Mutual 
representative at Nashville, speaking at 
the Northwestern regional convention 
at the Waldorf-Astoria this _ week, 
stressed the fact that the family in- 
come policy has been subject to two 
primary objections: that it is inflexible, 
and that it commits the policyholder to 
a reducing amount of coverage. He 
pointed out that the company has 
sought to avoid these objections by 
making up to 20% of the proceeds 
available in a lump sum for ‘clean-up 
purposes, and by giving the _policy- 
holder the right to convert the full 
amount of term at any time during the 
first five years. 

Mr. Proctor also discussed the three 
uses of the contract: the usual family 
income arrangement with the terminal 
value used for a life income for the 
widow, or for installments during the 
Social Security blackout; mortgage re- 
demption where a decreasing amount of 
insurance is indicated; and educational 
insurance with the policy on the life 
of the father guaranteeing adequate 
income to the child both prior to and 
during his college course. 





district agent, and the special agent, 
all work together for the common good 
of the business that we love and with 
the determination to serve the public 
in the best way that we possibly can. 
All have played their parts well, all 
know their signals, their positions and 
their goal. To join with such a great 
group is indeed a privilege and an 
honor.” 


Says R. E. Hoffman 


as you can do a better job for them 
than anyone else.” 

Concluding Mr. Hoffman said that 
you cannot be a successful underwriter 
if you fail to understand that life in- 
surance is paid for whether the prospect 
buys or not. “Either he will pay for 
it with the money,” he said, “or his 
family will pay for it with the things 
they do without. It is absurd for us 
to believe it is our responsibility to 
show him the right road.” 


1950 Production 


(Continued from Page 1) 


Vice President Grant L. Hill. Special 
guests at the speakers’ table were Col. 
W. Ellery Allyn, president of National 
Association of Insurance Commission- 
ers; Alfred J. Bohlinger, Superintendent 
of Insurance, New York State; General 
Carl Gray, head of Veterans Adminis- 
tration, and these trustees of the com- 
pany: Henry M. Wriston, president of 
Brown University; Merle Thorpe, di- 
rector, City Service Co., Washington, 
D. C., and Howard Green, a manufac- 
turer of Delaware. 
Hill Sees Big Year Ahead 

The convention concluded with a 
luncheon Wednesday. Principal speaker 
at the luncheon was Grant L. Hill who 
gave an optimistic view of what he 
thought the 1951 production situation 
would be. 

“It will be another good year for life 
insurance,” he said, and cited some of 
the reasons why he held this opinion. 
They included the favorable employ- 
ment situation, the great demands be- 
ing made on industry to meet war con- 
ditions, the tremendous prosperity of 
the country and the increased demand 
on the part of the public for adequate 
insurance coverage. In the case of 
young men particularly there is a wide- 
spread desire for insurance ownership. 





























January 5, 1951 








Page 5 








Retires After 48 Years in 
Massachusetts Mutual Life 





SAMUEL J. JOHNSON 


Samuel J. Johnson, secretary of 
Massachusetts Mutual Life since 1928, 
has retired after 48 years of service 
with the company. He will be succeeded 
by Harrison B. Clapp, former assistant 
secretary, whose election as secretary 
was previously announced. 

Mr. Johnson joined the firm as a clerk 
in the policy department on January 1, 
1903, and for many years was secretary 
to William H. Sargeant, then assistant 
secretary of the company. and later pres- 
ident. In 1920, Mr. Johnson was named 
manager of the purchasing department 
and was made assistant secretary in 
1925 and secretary in 1928, 

During the 22 years he has held this 
later position, Mr. Johnson has been 
primarily concerned with office manage- 
ment. He has been in charge of the 
service departments of the organization 
and has had a hand in the many changes 
in methods and equipment that have 
taken place. He has seen the Massa- 
chusetts Mutual home office staff grow 
from a group of 600 clerks to a person- 
nel numbering 1,337. For many years he 
represented the Massachusetts Mutual 
in the Life Office Management Associ- 
ation and the National Office Manage- 
ment Association. 

For the past 40 years, Mr. Johnson has 
served as treasurer of the Bay Street 
Methodist Church. He has been a di- 
rector of the Springfield Goodwill In- 
dustries and has held membership in the 
Nordic Club of Springfield. From 1932 
to 1935 he was a member of the Board 
of Appeals in the Building Department 
of the City of Springfield. 


Arizona Ordinary Leader 

Arizona showed the greatest rate of 
increase in Ordinary life insurance sales 
in November, with New Mexico second 
and Alabama third, it is reported by 
the Life Insurance Agency Manage- 
ment Association, which has analyzed 
November sales by states and leading 
cities. Countrywide, Ordinary business 
increased 13% in November compared 
with November. 1949, while Arizona 
sales gained 34%, New Mexico 33% and 
Alabama 30%. 

For the first eleven months, with na- 
tional Ordinary sales up 18% over a 
year ago, New Mexico led with an in- 
crease of 42%, with Arizona in second 
place, up 40% over the corresponding 
period of last year. 

Among the large cities, New York 
showed the greatest rate of increase 
for November, with a gain of 22%. Los 
Angeles was second with a gain of 19%. 
St. Louis led for the eleven months 
with a gain of 18%. 











Lots of Sales! 


Why not? He has 22 Life, Accident, 


Health and Hospital Policies which 
can be “tailored” to fit almost any 
man, woman and child, whether a 


standard or sub-standard risk. 


Berdhois 


NATIONAL LIFE 


Insurance Company, Montclair, N. J. 
RALPH R. LOUNSBURY, President 
W. J. SIEGER, V. P. & Supt. of Agencies 


LIFE e ACCIDENT e HEALTH e HOSPITAL 








Director of Group Sales 
for John Hancock Mutual 





ARTHUR C. ROGERS 


Arthur C. Rogers has been appointed 
director of Group Sales and Service 
of John Hancock Mutual Life. In his 
new assignment, Mr. Rogers will work 
on a nation-wide basis with the John 
Hancock’s 37 Group offices. 

Mr. Rogers has had a highly  suc- 
cessful career in Group sales and admin- 
istration starting with the Boston gen- 
eral agency of the John Hancock as 
Group representative. Five years later 
he became Group manager of the Han- 
cock’s Chicago office, developing that 
territory until 1944, when he went to 
the Lincoln National to organize a 
Group Department for that company. 
After five years as Group manager for 
the Lincoln he organized a_ general 
agency for Massachusetts Mutua! at 
Spokane. Throughout his career and 
especially within the past decade, Mr. 
Rogers has been responsible for writing 
many of the larger Group cases in the 
country. 


Anderson General Agent 

Harry S. Anderson, former field 
supervisor of New England agencies for 
Mutual Trust Life, returned as_ the 
company’s general agent in Brattleboro, 
Vt. His territory will include the entire 
state. 

Native of Brattleboro and _ identified 
with life insurance selling in his home 
community for 22 years, Mr. Anderson 
represented John Hancock and Con- 
necticut General locally before Mutual 
Trust appointed him its general agent 
there in mid-1946. Three years later and 
until now, he served this Chicago-based 
company as field supervisor in the 
northwest with headquarters at Brattle- 
boro. 


F. W. Bliss Made V. P. of 


Los Angeles Investment Co. 

Fred W. Bliss who has been as- 
sistant vice president of the New York 
Life in its mortgage and real estate de- 
partment has resigned to join the 
Winter Investment Co. of Los Angeles. 
Cal., as vice president. Mr. Bliss started 
in his new position on January 1. 

Mr. Bliss joined the New York Life 
eight years ago when George S. Van 
Schaick was vice president in charge 
of the mortgage and real estate de- 
partment. In recognition of his work 
he was promoted to assistant vice presi- 
dent a few years ago. 

The Winter Investment Co. has been 
the mortgage loan correspondents for 
the New York Life over the past 25 
years, 





Page 6 





January 5, 1951 








Parkinson Calls for 
New Government Bonds 


FOR INVESTING INSTITUTIONS 


Suggests “National Emergency” Issues, 
Long Term at 3% to Fight 


Inflation 


Urging a direct attack on inflation at 


its chief source, Thomas I. Parkinson, 
president of Equitable Society, proposed 
Government issue long term, 


to life 


that the 
3% “National Emergency Bonds” 
insurance companies, savings banks and 
drain off “the swollen 


trust funds, t 
money supply.” Such an issue, pur- 
chased and held by these long term in- 
vestors, would have a stabilizing effect 
on the nation’s economy, Mr. Parkinson 
said, and that stability is vital to our 
national emergency program. 
“Whatever other causes there may be 
for our current inflationary trend,” Mr. 
chief 


Parkinson stated, “one of the 


causes is the increased money supply 
due to the large volume of Government 
bonds in the commercial banks. Every 
maturity of Government bonds since 
World War II has been refinanced by 
the Treasury with short term Certifi- 
cates or Notes and the commercial 
banks are the principal buyers of such 
paper. 

“The result is that at this moment 
there are nearly $50 billions of Govern- 
ment obligations which will mature in 
1951. In addition to that it may be 
necessary for the Government to finance 
Treasury deficits in that year with new 
issues. All of this emphasizes the de- 
sirability of selling the Government’s 
obligations to non-commercial bank in- 
vestors. Of such investors the life in- 
surance companies are in many ways 
the most important. They are not in- 
terested in short term Governments 
and their investment needs call for a 
return of 3%. ‘National 
Emergency Bonds’ for a term of 35 
years at 3% should be sold in the 
largest possible volume to these life in- 
surance companies, the savings banks, 
the pension funds and other trust funds. 
With the proceeds the Treasury could 
finance current deficits or refinance 
some of its huge 1951 maturities. 


Advantages to the Economy 


minimum 


“Because of the current demand of 
non-government borrowers for financing 
of expansions of various kinds, there is 
no likelihood that the Government could 
sell any large volume of its long term 
bonds at less than 3%. That 3% is a 
return the life insurance companies can 
live on. The additional cost to the 
Treasury would not be any more, in- 
deed might be less, than the cost of re- 
cent increases in the interest rate on 
short term Government paper which 
were made at the insistence of the com 
mercial banks. 

“Currently the life companies have 
something like $10 billions of new 
money and proceeds of maturing invest- 
ments which they will have to invest 
during 1951. At least one-third of this 
$10 billions would and should be put 





HARRY A. WIBERG 


Harry A. Wiberg has been named 
general agent for Massachusetts Protec- 
tive and Paul Revere Life at Los An- 
geles. The office will be the second of 
the Worcester, Mass. companies in the 
California city,.«Alilton L. Rose has 
represented he companies as general 
agent there since September 1, 1946. 

Mr. Wiberg is the former managing 
director of the annuity department of 
the Citadel Life of Houston. Prior to 
entering the insurance business he was 
active in investment sales. 


into a long term Government 3%. Such 
an investment would be held indefinitely 
by the life insurance companies. It 
would not be necessary for any Federal 
agency to support the market price of 
these National Emergency bonds. They 
ought to be marketable, but they ought 
not to be supported artificially and they 
ought not be eligible for commercial 
bank ownership. Such an issue would 
not seriously interfere with the market 
prices of outstanding bonds; any more 
than for example, issues of A. T. & T. 
bonds at higher returns have interfered 
with previous issues of a lower coupon 
rate. 

Nothing that the Treasury or the 
monetary authorities could do would 
have a more stabilizing effect on our 
economy than such a bond issue pur- 
chased by the great life insurance and 
savings funds of the country. It would 
put a check on the increase in the 
money supply and would tend gradually 
to reduce what everyone agrees is an 
excessive supply of money. It is true 
that the decrease would be small com- 
pared with the total outstanding, but 
that is as it should be. Our economy 
should not be called upon to stand the 
strain of too large a reduction of the 
money supply after it has been per- 
mitted to increase for so many years 
to its present peak, highest in all his- 
tory. 

“Plainly speaking we must initiate a 
realistic, long-range plan to get the 
‘meat and potatoes’ back into the Amer- 
ican dollar. That dollar is a_ greai 
weapon of defense and it can’t fight on 
half a bellyfull!” 








LIFE INSURANCE 


RENEWAL 


RENEWAL PURCHASE COMPANY 


£3 Cedar Street, New York 5, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 











HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 














RCSA 
ROY CLARK SERVICE AGENCY 
Complete Facilities for Handling 
DBL Claims on Long Island 


390 Hillside Ave., New Hyde Park, L. |. 
Fieldstone 7-0047 




















HUBER AGENCY INCREASE 


Closes Year With a Production Total 
of $8,703,667; Three Members of the 
Agency Qualify for MDRT 

The Solomon Huber Agency of Mu- 
tual Benefit Life, 370 Lexington Avenue, 
New York, closed the year out with a 
production total of $8,703,667. This fig- 
ure is exclusive of decreasing Term, 
other riders and annuity credits and 
does not include Group insurance which 
the company does not write. This com- 
pares with $7,235,222 for 1949. The 
Huber Agency has 20 men of whom 
eight are first year men. Average size 
policy without Term riders amounts to 
$16,000 

Three associates, David Adelman, Jack 
D. Garfunkel, and Martin K. Gunz have 
met qualifications for the Million Dollar 
Round Table. Mr. Adelman is a_ life 
and qualifying member and Mr. Gunz 
who has completed his third year in life 
insurance passed all of his CLU exami- 
nations at one period after a year and 
a half. 

Currently the members are studying 
investments under Joseph Galanis, finan- 
cial and security analyst and professor. 
A course in semantics is scheduled for 
late spring. 


— Life Expanding 
.os Angeles—Cal-Farm Life, Oakland, 
Cait has made application for a permit 
to sell to the Cal-Farm Investment Co., 
275 shares of its $1,000 par value stock 
at a price of $2,000 per share. The 
sale is for the primary benefit of the 
members of the County Farm Bureaus 
affiliated with the California Farm Bu- 


reau. Federation. The company plans 
to write life and disability insurance. 
The officers of the company are: presi- 


dent, Ray B. Wiser; first vice president, 
Clyde C. Hooper; secretary-treasurer, 
S. E. Goodall, and second vice presi- 
dent, Louis A. Rozzoni. 


Whiting to Home Office 

J. Evans Whiting, district agent for 
Mutual Trust in New Jersey territory 
administered by Ratus L. Kelly as gen- 
eral agent at Newark, is now on the 
home office agency department. staff. 
Whiting joined the company as a field 
representative of the Kelly organiza- 
tion in mid-1948, before which he taught 
languages at the high school level for 
three years in central and north Jersey. 


For Mass. Mutual at Flint 





Arthur Johnson 
COMINS 


FRANKLIN C. 


Harry M. Comins, general agent for 
the Massachusetts Mutual at Flint, 
Mich., for the past 28 years retired 
January 1 to become general agent 
emeritus. He was succeeded by his son, 
Franklin C. Comins, CLU, who has been 
associated with him since 1936. 

Franklin Comins has assisted his fa- 
ther in many supervisory duties and 
recent years has served as associate 
general agent. His career parallels his 
father’s in many ways, for he entered 
the life insurance field after teaching 
several years in public schools. A grad- 
uate of the University of Michigan, he 
also is a past president of the Flint 
Life Underwriters Association and as a 
member of the local, state and_na- 
tional associations as well as the Flint 
Managers Association. He is currently 
an instructor for the Life Underwriters 
Training Council. He has been active in 
the Flint Community Players, as one of 
the founders 20 years ago, and at pres- 
ent as chairman of the Building Com- 
mittee attempting to raise $35,000 for a 
community theater. 
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Connecticut General 
Buys Bloomfield Land 


POSSIBLE HOME OFFICE SITE 





President Wilde Explains No Decision 
Has Been Made; 200 Acres 
Acquired 





Connecticut General Life has an- 
nounced the purchase of a tract of land 
in Bloomfield. In making the announce- 
ment, Frazer B. Wilde, president of 
Connecticut General, said, “This land 
has been purchased as a possible site 
for a new home office building. No 
decision to build has been made. Before 
any building program for the new site 
could be considered, it would be neces- 
sary to ask the authorities in Bloom- 
field to rezone the area. It is entirely 
probable that other locations will be 
considered before the time for a final 
decision arrives. 

“This land was bought because it 
was available and attractive acreage, 
well located and because it appeared 
that it might prove to be desirable 
location for a new building. With the 
growth of the company, long-range 
plans for ample future space included 
the possibility that it would be neces- 
sary to leave the present location at 
Elm and Hudson Streets. 


Trend Toward Suburban Locations 


“Tt is not essential for an insurance 
company operating in a national field 
to have a downtown business location. 
The tendency throughout the country, 
including Hartford, has been a _ con- 
sistent one in moving outward from 
central locations. This has been made 
possible because of the flexibility of 
modern transportation, which depends 
largely on the bus and personal auto- 
mobile. 

“The company anticipates that it will 
be several years before a decision can 
properly be made as to its future loca- 
tion and the type of building. This 
probability is increased by the practical 
difficulty of building in the foreseeable 
future even if an earlier decision could 
be reached. Because of the necessity 
for the delay the company may have 
to arrange for additional temporary 
space.” 

The land purchased lies just over the 
southern town line of Bloomfield and 
contains approximately 200 acres. The 
southwest corner of the property is 
near the junction of Simsbury Road 
and the end of North Main Street, 
West Hartford. There are frontages on 
Hall Boulevard, which is the continua- 
tion of North Main Street, on Cottage 
Grove Road, and on Bloomfield Avenue. 
The purchase, from several owners, was 
negotiated by the firm of Hart, Knee- 
land and Poindexter, Hartford. 


Rosenbaum Agency Exceeds 
Six Million in Paid For 


The three-year-old Brooklyn agency 
of Mutual Benefit Life, Newark, paid 
for over $6 million of life insurance 
in 1950, more than doubling its first 
year’s production, John D. Brundage, 
director of agencies, announced. A sub- 
stantial percentage of this insurance 
was on business insurance plans. 

The agency headed by General Agent 
Edward L. Rosenbaum, was _ formed 
early in 1948, and now has 16 full time 
agents and a large brokerage following 
in the greater New York area. In com- 
mending Mr. Rosenbaum and his as- 
sociates in 1950 results, Mr. Brundage 
praised the general agent on the num- 
ber of high quality men he had brought 
into the agency. During October of this 
year the agency ranked second among 
the company’s 75 agencies in the amount 
of insurance written. 

Mr. Rosenbaum has been active in 
the Brooklyn and New York Super- 
visors Associations and Life Managers 
Associations, is on the faculty of the 
Life Underwriters Association and 
chairman of the LUTC for Brooklyn. 


Hancock Magazine Awards 

Two field magazines of John Han- 
cock Mutual, the Signature and the 
Patriot, have won awards of merit for 
distinguished industrial journalism in 
the 1950 Publications Contest sponsored 
by the Massachusetts Industrial Edi- 
tors’ Association and the Associated In- 
dustries of Massachusetts. 

Charlotte M. Riggs, editor of the 
Patriot, publication for John Hancock 
district agencies, and Clifton A. Follans- 
bee, editor of the Signature, publication 
for Hancock general agencies, accepted 
the awards. 


Hecox Named for Detroit 

Stuart D. Hecox is general agent for 
Mutual Trust Life in Detroit to cover 
nine Michigan counties. Rea Gripman 
will continue as a Mutual Trust gen- 
eral agent in the Ford building. 

Stuart Hecox comes to Mutual Trust 
after five years of field experience with 
the Northwestern Mutual’s general 
agency in Detroit, more recently as that 
company’s organizational assistant on 
the local scene. For 3% years previous- 
ly, he served locally as an executive 
in the Office of Price Administration 
on gasoline rationing. 











W. WANT you to have 
a copy of this useful calen- 
dar. Attractively printed in 
two colors, it measures 
814” x 11”. Place it under 
the glass on your desk — 
or hang it on the wall — 
“for easy reference. For 
your copy, write’ to Adver- 
tising and Publications De- 
partment, The Prudential, 
Newark 1, N. J. 
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Great-West’s Business 
Tops Quarter Billion 


DECEMBER BREAKS CO. RECORD 





Earl Schwemm’s Chicago Agency Led 
for Month With $1.6 Million; Hig- 
ham, Philadelphia, Next 





Winnipeg, Dec. 28—Great-West Life’s 
new business for the year exceeds a 
quarter billion with December business 
breaking the previous all-time record 
set in November. Total new business 
topped $257,000,000. The company’s field 
force wound up the year with its best 
month, December sales amounting to 
over $26,500,000. 

Earl M. Schwemm’s Chicago led the 
company for the month with $1,600,000 
but was closely challenged by the $1,- 
300,000 produced by the Frederick C. 
Higham agency of Philadelphia. Winni- 
peg and California each with over a 
million placed third and fourth respec- 
tively. 

Max Seigler of Montreal, whose pro- 
duction was over $400,000, led all repre- 
sentatives for the month, closely fol- 
lowed by C. Milton Sherman Toledo 
(Cleveland branch), W. J. Hopwood, 
Winnipeg, and D. C. Pierce, Cleveland. 

The top ten producers for the com- 


He Prudential 


nable Insurance Producers 





Berkshire Life Campaign 
During the 100th Year Berkshire 
3oosters Campaign conducted from 
October 16 to December 15, Berkshire 
Life associates wrote $8,815,500—attain- 
ing 105.5% of the goal set for the cam- 
paign which was conducted by Frank 
Chandler, CLU, general agent at Balti- 
more. Quotas were topped by 15 of 
the 34 agencies. 

3ruce Sweet, Matthews Agency, Buf- 
falo, was the top personal producer. 
Lowell M. Clucas, general agent at 
Pittsfield, was the leading general agent 
in personal production. The James B. 
O’Brien, Inc., Agency, Albany, was the 
leading agency in paid volume. George 
N. Matthews Agency, Buffalo, was the 
leader among the agencies in percent 
of quota attained—212.6%. J. E. Mc- 
Combs Agency, Washington, was the 
top agency in number of paid accident 
and health cases. 





pany in 1950 were: R. Blair Price, Phila- 
delphia; H. J. Harris, CLU, Ottawa; H. 
B. Hunter, Toronto; R. H. Threlfall, 
Minneapolis; M. Seigler, Montreal; W. 
J. Hopwood, Winnipeg; H. Beaube, 
CLU, Hamilton, Ont.; H. S. Norman, 
Detroit ; S. Marchand, Quebec; and M. 
Galnick, Chicago. Each of the first five 
produced more than $1 million. 


to Protect More People, 
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Pach Bros. 
MARTIN 


JAMES R. 


Mutual Life 
pointed James R. Martin, 
Nia We Frank L. 


Ill., assistants superintendents of agen- 


Massachusetts has ap- 
Rochester, 
and Meeske, Peoria, 
cies. 

Mr. 
of the agency of the 
Life of New York. He joined that com- 
1940 


manager in 


Martin 


Rochester 


was formerly manager 


Home 
pany in and was an agent and 
and an 
office 


moving to 


assistant Peoria 


agency supervisor in the home 


in New York 


Rochester. He is a 


before 
director of the 


Rochester Association of Life Under- 


writers and a member of the General 
Agents and Managers Association, the 
Life Insurance Trust Council, and the 


Sales Executives Club of Rochester. 


Bankers Life Increases 

Insurance in force in Bankers Life 
of Des Moines has increased more than 
$100 million since the first of the year 
to an all-time high of $1,543,544,924 on 
December 1. 

Ordinary insurance in force passed 
the billion-and-a-quarter dollar mark by 
December 1, and Group insurance in 
force on that day totaled more than 
$292 million. f 

New business issued and paid for in 
the company during the month of No- 
vember totaled $14,580,167—an increase 
of more than $4% million over the same 
month in 1949. Ordinary insurance ac- 
counted for almost $914 million of the 
November total and Group accounted 
for just over $5 million. 

Total insurance issued and paid for 
during the first 11 months of the year 
amounted to $173,424,579 — almost $44 
million over the same figure of a year 


ago 


Mutual Broadens Juvenile 

Mutual Life of New York is issuing 
new juvenile policies in New York 
State that provide for the face amount 
to be paid if the child dies after five 
years of age, and for premiums to be 
returned at interest if death occurs be- 
fore that time. Mutual Life will con- 
tinue to make available in New York 
State juvenile policies that provide for 


return of premiums before age 10 and 
payment of face value if death occurs 
after age 10. 


_ Mutual Life is also issuing an addi- 
tional plan of juvenile insurance—the 
Life Paid-up at age 85 plan. Other 
plans include 20-payment life and 20- 
year endowment. 





Arthur Johnson 
MEESKE 


FRANK L. 


Mr. Meeske has been associated with 
Aetna Life since 1941 and for the past 
two years has been assistant general 
agent at Peoria. He is a director of 
the Peoria Life Underwriters Associa- 
tion and a member of the Illinois Life 
Underwriters Association. 


Mr. Meeske was graduated from 
Bradley University, where he was 
president of his senior class and Tau 


Kappa Epsilon fraternity and a mem- 
ber of the varsity football, basketball 
and baseball teams. During World War 
Il he was a master sergeant in the 
Army Signal Corps. 





VVVVVVVVVVVVVVVVVVVY 


DON'T SEND A BOY OUT ON 
A MAN'S JOB! 
Use our preferred risk ordinary life 
on that $100,000 key man or partner- 
ship case and get the business. 


At age 35 — 20-year* net cost for 
$100,000 is only $119 per year. 
*Based on 1951 dividends. 


PETER B. FLEMING AGENCY 


Mutual Trust Life Ins. Co. 
175 Main St. 30 Church St. 
White Plains, N. Y. New York 7, N. Y. 
WhHite Plains 8-5175 WoOrth 2-4596 
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Mutual Life Managers Meet 

More than 100 agency manager, mem- 
bers of the supervisory staff and of- 
ficials of Mutual Life of New York 
will participate in a business conference 
at the Hotel Plaza in New York City 
from January 8-12. Discussions will 
center on company policies, agency op- 
erations, and methods of increasing 
service to policyholders and the public. 


A. W. CARLTON RETIRES 
A. W. Carlton, district manager at 
Cedar Rapids for Metropolitan Life, 
retired after 41 years in the insurance 
business. He joined the company in 
1909 and after seven months as an 
agent, became an assistant manager. 


HEAR C. VIVIAN ANDERSON 

C. Vivian Anderson of Cincinnati, 
past president of the National Associa- 
tion of Life Underwriters, addressed a 
recent meeting of the Des Moines As- 
sociation of Life Underwriters. 












A WELL-BALANCED COMPANY 


improves performance 


In Life Insurance, the fine 


balance of past history, 


present progress and future 


objectives is essential to 


outstanding achievement. 


Fidelity is a well-balanced 


company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 








TEN BIG FEATURES 


Sub-standard Term .. . Disability Income 
$10 per M... Non-medical—0 to age 40 
. »» Non-Can. A. & H. ... Liberal con- 
sideration for overweights, members of 
armed services, aviation personnel, dia- 
betic and epileptic risks and waiver of 
premiums to females. 


Samuel D. Rosan Agency, Inc. 
General Agent 
CONTINENTAL ASSURANCE COMPANY 


76 William Street, N. Y. C. 
WHitehall 3-7680 











For Prudential at Albany 





F. DONALD LEWIS 


The Prudential has appointed F. Don- 
ald Lewis as head of its Albany, N. Y., 
agency and the immediate launching of 
an agency development and expansion 
program in the Albany area. Native of 
Hartford, he had been directing opera- 
tions of the Newark Agency’s Trenton 
office when appointed to the new post. 
He joined Prudential as a special agent 
in 1945, 

He later served in sales and sales su- 
pervisory positions in the Newark Agen- 
cy until 1947 when it was decided to 
expand New Jersey agency activities by 
opening a Trenton branch. Mr. Lewis 
was placed in charge of the operation 
and his success, particularly in the re- 
cruiting and training of sales person- 
nel, was a contributory factor in his 
selection as head of the Albany or- 
ganization. Mr. Lewis was vice presi- 
dent of the Trenton Life Underwriters 
Association and secretary of the New 
Jersey State Life Underwriters Associa- 
tion. 


Penza Manager at Portland 

John Hancock Mutual Life has ap- 
pointed James F. Penza, manager of the 
company’s’ Portland, Me., district of- 
fice. Mr. Penza, who has been an as- 
sistant district manager in the John 
Hancock’s district office at Hyde Park, 
Mass., replaces Harold Carson. 


OPENS DALLAS SALES OFFICE 

Massachusetts Protective Association 
and the Paul Revere Life have opened 
a regional office at Dallas for the sales 
supervision of the companies’ south- 
central territory. C. McKenzie, su- 
perintendent of agencies for this terri- 
tory, heads the six-state operation con- 
ducted from the new Texas headquar- 
ters. 
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Walker and Coates 
Associate Actuaries 

ADVANCED BY EQUITABLE, N. Y. 

Traber, Davies, Brodie and Harris Also 


Promoted; Careers of Men 
Advanced 








Seven men in actuarial division of 
Equitable Society were advanced this 
week. Harry Walker and Robert P. 
Coates become associate actuaries. 
Ralph E. Traber, Karl M. Davies, 
Norman Brodie and Dave Harris be- 
come assistant actuaries. 

Born in New York City, Mr. Walker 
was graduated from City College of 
New York with a B.S. degree in 1931 
and while there won the medal in pure 
and applied mathematics. He came_ to 
Equitable in 1931 following graduation, 
starting as assistant mathematician. In 
the Army during World War II, he was 
with SHEAF, seeing service in France, 
Belgium and Germany. He was on edu- 
cation and examinations committee as 
chairman of Part 4 examinations of 
Society of Actuaries. 

Mr. Coates, also born in this city, 
graduated with B.A. degree’ from 
Princeton in 1933 and while there won 
the William Marshall Bullitt prize in 
mathematics. He is a Phi Beta Kappa. 
Following graduation he joined Equi- 
table as an assistant mathematician. He 
is vice chairman for examinations on 
the Society of Actuaries education and 
examinations committee. 


Taught at Princeton and Rutgers 


Mr. Traber, a native of St. Louis 
following his graduation from  Uni- 
versity of Missouri in 1934 went to 
Princeton for four years. He _ then 
taught mathematics at Princeton for 
two years and at Rutgers for a year. 
He joined Equitable in 1939. During 
World War II he was in civilian op- 
erations, research group, U. S. Navy. 
Returning to Equitable he was ap- 
pointed actuary supervisor. 

Karl M. Davies, born in Minneapolis, 
is a graduate of Harvard University, 


Agency Lunch to Ben Hyde 

Associates of Ben Hyde, who for 
years was general agent of Penn Mu- 
tual at 285 Madison Avenue, New York, 
and now has become manager of the 
company’s New York premium collec- 
tion office, gave him a farewell luncheon 
December 27. Held in Midstone House, 
toastmaster was Willis J. Blackwell, 
with the agency since 1919. Present 
were the agents and office staff and 
Mr. Hyde was presented with a cigar- 
filled leather humidor on which his 
name was engraved on a gold plate. 
Frederick Wright, agency assistant, 
spoke on behalf of the home office and 
a telegram of good wishes came from 
D. Bobb Slattery, vice president. 


R. W. POTTS PROMOTED 





Made Chief Actuary, North Carolina 
Department; Franklin B. Dana With 
Equitable of Washington, D. C. 
Robert W. Potts has been made chief 
actuary of North Carolina Insurance 
Department, succeeding Franklin B. 
Dana who has resigned to become actu- 
ary of Equitable Life of Washington, 
D. C. Mr. Potts has been three years 
with the Department as examiner and 

assistant actuary. 


New York Life Names Four 
New Branch Office Managers 


New managers for four branch offices 
of New York Life were named _ this 
week. Charles T. Bell becomés man- 
ager at Charleston, W. Va., Kenneth S. 
Platts in Western Massachusetts, Cleo 
F. King in Vermont and Edgar M. 
Robinson at Albany. 

Mr. Bell joined New York Life as 
an agent in 1947 and became assistant 
manager of the Washington branch the 
following year. Native of Camden, N. 
J., he graduated from National Uni- 
versity Law School with a Bachelor 
of Laws degree. He replaces William 
A. King who has recently been ap- 
pointed supervisor of basic training in 
the Field Training Division at New 
York Life’s home office. 

Mr. Platts joined the company as 
an agent with the Vermont branch of- 
fice in 1947, In 1948 he was appointed 
assistant manager of the Boston branch. 

Native of Manchester, he attended 
the University of New Hampshire. He 
replaces Cleo F. King who has been 
transferred to manager of the Vermont 
branch. 

Mr. King has been associated with 
New York Life since 1946. In that same 


Conn. Mutual’s Record Gain 

The best year in its 105-year history 
is reported for 1950 by Connecticut Mu- 
tual Life. New business amounted to 
$241,635,977, an increase of $30,555,879 
over 1949. The total amount of life 
insurance in force for policyholders and 
beneficiaries in the Connecticut Mutual 
now stands at $2,111,696,076, a gain of 
$151,680 203 for the year. 


year he was made assistant manager of 
the Maine branch office, Portland, and 
in January, 1950 became manager of the 


Western Massachusetts branch, native 
of Brewer, Me., he attended Husson 
College, Bangor. He now _ replaces 


Robinson, who becomes man- 
Albany branch. 


Edgar M. 
ager of the 


Mr. Robinson has spent his entire 
business career with New York Life. 
He joined the company as a clerk 


in the Syracuse branch office. Became 
an agent with the Syracuse branch in 
1937 and im 1944 was appointed assistant 
manager of the Albany branch. The 
same year he was transferred to the 
Vermont branch as manager. 


Mr. Robinson is currently president 


of the Burlington Rotary Club and is 
a Thirty-second Degree Mason and a 
Shriner. 




















Ist 5 years 


| COMPARISON: 


PRUDENTIAL DIVIDEND INCREASE 
CUTS NET COSTS 


Take our famous Modified 5 for example 


NEW 


(1951 Seale) 
Age 35 — $10,000 


Gross Annual Premium: 








$ 152.70 





vs. OLD 
(1950 Seale) 


$ 152.70 





B.S. degree, in class of '40. He won 

a cum laude in mathematics. Mr. ee = 305.40 
Davies received an exchange fellowship After 5 years 305.40 305.4 
in 1937 for Lingnan University, Canton, 

China; went over there; then along Summary 20 year cost: 

came the Japs and he returned to. the Gross Premiums 5,344.50 5.344.50 


United States. In 1940 he joined Equi- 1,097.50* 1.056.50 


table. He entered the Army as a private Annual Dividends 











$4,288.00 














and was discharged as a major. He 

returned to Equitable in the actuarial Net Payments $4,247.00 

department in 1946 and later was made if 29 

= saaiiemintseiiian: Cash Value 3,280.00 3,280.00 
Norman Brodie, born in Saskatche- Termination Dividend 180.00* 

wan, came to the United States as a ci 7 : 

child and was graduated in 1941 from Average Annual Net Cost pee $1,000, if 

College of the City of New York. He Surrendered $ 3.94. $ 5.04 

joined Equitable in July, 1941, after whe ps 

graduation, and, entering the Army, * Dividends based on 1951 scale, not guaranteed. 

was in Adjutant General’s section of The rates shown include the Waiver of Premium Disability benefit. 








the division headquarters, 3rd Infantry 
Division. He served in Europe and 
North Africa. He returned to Equitable 
and shortly thereafter became a mathe- 
matician. 
Won High Award in British College 
David H. Harris, a native New York- 
er, spent the decade from 1930 to 1940 
e] in England where he attended Sher- 
bourn College, winning the highest 
award in mathematics. Returning to 
America he entered the Army and was 
discharged as a _ second lieutenant in 
the Signal Corps. He joined Equitable 
in 1946, becoming an assistant mathe- 
matician two years later. He is now 
chairman of Part 4 examinations com- 
mittee of Society of Actuaries. 


DALLAS SALES OFFICE 
National Bankers Life has opened a 
new sales office in the Commercial 
Building for Dallas and East Texas cov- 
ering 18 counties. Brooks son 
of the president and general manager 
a of the company will be the division 
manager, having been transferred from 
the company’s San Angelo office, where 
he had been manager. 


For further information, call or see Messrs. Henderson, Robinson, Moore, 
Blatz, Curtin, or Meeker. Dial Digby 4-0040. 


BROKERAGE SPECIALISTS 
Downtown Agency 


EUBANK & HENDERSON, Managers 


40th Floor, 40 Wall Street, New York, N. Y. 
Digby 4-0040 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 





CANADIAN HEAD OFFICE 
TORONTO, ONT. 





HOME OFFICE 
Ze NEWARK, N. J. 
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Plans Completed for 
B’klyn Sales Congress 


WILL BE HELD ON JANUARY 12 





Theme for Second Annual Affair Is 
“The Miracle of Life Insurance”; 
Speakers and Topics 





J. M. T. Billson, educational vice pres- 
ident of the Brooklyn Branch of the 
Life Underwriters Association of the 


announced that com- 
Second 


City of New York, 
plans for the Brooklyn 
featuring “The 


has been 


plete 
Annual Sales Congress, 
Miracle of Life Insurance,” 
formulated. This sales congress will be 
held in the grand ballroom of the Ho- 
tel Bossert, Montague Street, Brooklyn, 
Friday, January 12 at 1:30 pm. The 
Brooklyn Branch will be host to the Life 
Underwriters Association of the City of 
New York and the Long Island and 
Bronx branches. 
Outstanding Speakers 

James E. Rutherford, vice president, 
The Prudential, will speak on ‘What 
Makes People Buy—A Visual Sales 
Presentation.” Before joining The Pru- 
dential, Mr. Rutherford served for over 
seven years as executive vice president 
of the National Association of Life Un- 
derwriters. He started in the life insur- 
ance field as an agent almost 20 years 
ago and has successfully served in the 
capacities of supervisor, assistant gen- 
eral agent, special home office represen- 
tative and general agent for the Penn 
Mutual Life. He is a graduate of the 
University of Arkansas and Arkansas 
Law School. His entire business has 
been spent in some phase of sales and 
sales management. 

“Prospecting To Pay Dirt” will be the 
subject of a talk by William Krauss, 
agent of the Irving Bober Agency, New 
England Mutual. Although in the life 
insurance business less than three years, 
he has proven himself to be an outstand- 
ing producer and has already com- 
pleted all five parts of the CLU exami- 
nations. The CLU designation will be 
awarded him when he has completed 
three years in the field. Mr. Krauss is 
a graduate of the St. Lawrence Uni- 
versity School of Law and a member 
of the Bar of the State of New York. 
He was a practicing attorney six years 
prior to serving overseas on the legal 
staff of the United States Claims Serv- 


ice during World War II. He went 
into the life insurance business with 
another large company in April, 1948 


after a brief business career upon dis- 
charge from the Army. He specializes 
in programming and estate planning. He 
has appeared on various life insurance 
panels at both regional and _ national 
conventions 

Murray Waldman, 
for the Rosenbaum 
Benefit Life, will speak on “Social 
Security—The Agent’s Bonanza.” Mr. 
Waldman is a graduate of Bucknell Uni- 
finance and 


supervisor 
Agency of Mutual 


agency 


versity having majored in 
economics. While still attending Buck- 
nell, he entered the life insurance busi- 


founder of the 


ness in Philadelphia as 
Bucknell Insurance Service. After grad- 
uation he established himself in New 


York as a successful agent for a large 
life insurance company. He temporarily 
suspended his life insurance career dur- 
ing World War II to serve in the enter- 
tainment field throughout the United 


States and Canada. Since 1946, he has 
been a successful producer and super- 
visor assigned to the training and de- 


velopment of life underwriters. He at- 
tended various training schools includ- 
ing the Life Underwriting School of 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








the University of Connecticut and is 
preparing for his CLU designation. He 
is currently president of the Life Su- 
pervisors’ Association of Brooklyn. 

John J. Gill, CLU, staff supervisor, field 
training division, Metropolitan Life, who 
will speak in “Programming Your Way 
to Success,” entered the life insurance 
business 16 years ago upon graduation 
from Princeton University. In football 
circles Mr. Gill is remembered as a 
famous tackle on Princeton’s undefeated 
and untied team of 1933, cited as the 
only major team to hold such distinc- 
tion that year. He has _ successively 
served in the life insurance business as 
combination agent, assistant manager 
and field training instructor. In_ his 
present capacity as staff supervisor, he 
is in charge of all life insurance courses 
given by his company. He is also in 
charge of training centers in New York, 
Chicago, Atlanta, Dallas and Ottawa. He 
received his CLU designation in 1949, A 
resident of Long Island, he is a charter 
member of the Whitestone Kiwanis Club 
and is president for the year 1951. He is 
also a member of the Terrace Club, 
having been undergraduate president of 
that club while at Princeton. 

Admission is free to all members of 
the Life Underwriters’ Association upon 
presentation of 1950 or 1951 cards. Non- 
members may attend at a nominal cost 
of $1 which may be applied toward 1951 
membership in the Life Underwriters 
Association of New York. 


Ida Weber ALC Secretary 


Ida Weber, who since 1949 has been 
assistant secretary of American Life 
Convention, was made secretary by 
action of the executive committee taken 
recently. 

Miss Weber is a native of Spring 


Valley, Ill, receiving her education 
through high school in that vicinity 
and later attending business college in 
Chicago. 

She has been associated with the 
convention since 1934 and for a num- 
ber of years has assisted with the 


work of the secretary’s office, particu- 
larly in connection with registrations at 
annual meetings. 





Opens New Group Office 


Fifteenth in the chain of Group of- 
fices established over the country by 
Pacific Mutual Life, a new Groun in- 
surance office was opened in St. Louis 
on January 2. In charge as manager 
is John J. Posthauer, formerly with 
Pacific Mutual’s Cleveland Group unit. 
According to Ralph J. Walker, Group 


vice president of Pacific Mutual, the 
St. Louis office will extend first-hand 
service to the company’s already sub- 


stantial Group clientele in the area, 
and also will develop an intensive Group 
sales program in eastern Missouri and 
southern Illinois. 





the Equitable of lowa. 








series of advertisements outlining advantages enjoyed 
NUMBER ONE | ay field underwriters of the Equitable Life of lowa 


SCREENED FOR 


SUCCESS 


Fite underwriters of the Equitable Life 
of lowa are carefully screened to make sure that 
they have selected a field of endeavor for which 
they possess abilities and aptitudes conducive to 
success. The most scientific selection processes 
available are employed for this purpose in order 
that only those individuals clearly adapted to field 
underwriting will be accepted for training. In this 
way, the chances for successful careers are greatly 
enhanced for those who qualify for contracts with 


HOUITABLE 


Life Insurance Company 


FOUNDED IN 1867 IN DES MOINES 


OF 1OWA 











Becomes Berkshire Life 
Worcester General Agent 





I. NEWTON 


LAWRENCE 


3erkshire Life has appointed Law- 


rence I. Newton general agent in Wor- 
cester, Mass. Mr. Newton was engaged 
in finance and accounting for a num- 
ber of years prior to becoming district 
agent at Worcester in September, 1945. 
He became associate general agent in 
June, 1948, and has been in charge of 
the Worcester Agency as district mana- 
ger since April, 1950. 

Mr. Newton has been active in the 
Worcester Life Underwriters Associa- 
tion, most lately as vice president. He 
is a past president of the Council of 
Sportsmen’s Clubs of Massachusetts. 


Jefferson Standard Names 


Four as Branch Managers 
Standard Life of Greens- 
has appointed K. C. Wright, 
man fel a Dallas: N. J. Irwin, man- 
ager at Phoenix; Mangus B. Norman, 
manager at Portland, Ore.; and Paul S. 
Miller, manager at Wilmington, Del. 
Mr. Wright, formerly at Durham, 
started with the company as an agent 
in 1933, going to Durham as manager 
in 1947. Mr. Irwin became an agent 
in Florida ten years ago and went to 
his native Indiana as manager at In- 
dianapolis in 1944. Mr. Norman has 
been a successful producer in the Long 
Beach, Calif. agency. Mr. Miller, who 
has had almost 20 years life insurance 
experience both in home office and field, 
joined Jefferson Standard recently. For 
the past two years he has been gen- 
eral agent for another company in 
Wilmington. 


hie “ 
boro, 





SUPERVISORS WANTED. Brokerage 
man with New York following and 
Agency Supervisor wanted by General 
Agency of one of the top grade life 
companies located midtown New York. 
Excellent opportunity. Box No. 1994, 
The Eastern Underwriter, 41 Maiden 
Lane, New York 7, N. Y. 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


41 PARK ROW, NEW YORK 
Telephone BArclay 7-4443 
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F. O. Becher Advanced 
By United States Life 


NAMED ASS’T VICE PRESIDENT 


A. Maxwell Kunis Appointed Group 
Actuary; Paul Krenicky Made Man- 
ager, Group Administration 


United States Life has appointed 
Fred O. Becher, Jr. to assistant vice 
president in which post he will con- 
tinue to direct the activities of the 
company’s Group insurance division, 
formerly known as the Group depart- 
ment. Associated with Mr. Becher in 
the management of the Group division 
will be William P. White, director of 
sales and service and Paul Krenicky, 


A. MAXWELL KUNIS 


who becomes manager, Group admin- 
istration. Assisting Mr. Krenicky in 
administrative work will be Charles A. 
Di Falco, supervisor, Group administra- 
tion and Anne P. Bumbal, supervisor, 
Group issue. 
Kunis Group Actuary 

The company also has appointed A. 
Maxwell Kunis, F. S. A., to the newly 
created post of Group actuary. Mr. 
Kunis, head of the Group and accident 
and health studies department, will con- 
tinue to be in charge of actuarial and 


statistical aspects of both Group and 


accident and health insurance, and to 
direct the activities of his department 
which deals with these matters. 

Mr. Becher, a_ specialist in Group 
insurance since 1941, ioined U. S. Life 
in 1948 as director of Group sales. He 
later became manager of the company’s 
Group department. A native of Hart- 
ford, Mr. Becher completed his school- 
ing there. He served three years over- 
seas with the Army in the European 
Theater of Operations. 

Mr. Kunis, formerly associate actuary 
of the New Jersey Department of Bank- 
ing and Insurance, ioined U. S. Life in 
June, 1949 as assistant actuary. An 
honor graduate from both the Uni- 
versity of Pennsylvania and the Uni- 
versity of Michigan, he majored in 
actuarial mathematics. Mr. Kunis is a 
Fellow of the Society of Actuaries. He 
served for four years as a project of- 
ficer in the Naval Air Corps. 

Mr. Krenicky, formerly administrative 
assistant to Mr. Becher, joined the 
company in 1947 after extensive sales, 
administrative and production work in 
several large national organizations. A 
Marine Corps captain during the war, 
Mr. Krenicky is a graduate of Rutgers 





FRED O. BECHER, JR. 


University and did post graduate work 
at the University of Mary'and. 

United States Life entered the Group 
insurance field in 1941 and has been 
steadily expanding its portfolio. Its 
total Group life insurance in force is 
five times as great as the volume in 
force at the end of 1947. The com- 
pany’s Group accident and_ health 
portfolio has shown similar growth and 
expansion, total premium income during 
1950 being approximately four times 
as great as at the end of 1947. 


Confederation Life Makes 
Several Staff Changes 


T. K. Macdonald, president of Con- 
federation Life Association, Toronto, 
has announced several year-end ap- 
pointments. Formerly assistant actu- 


aries, G. G. Myer. E. Ruse and J. C. 


Davidson each become associate actu- 
ary. 
Mr. Mver, with the company since 


1929, will be responsible for the 
mathematical, change, dividend and re- 
assurance functions in the actuarial 
area. Mr. Ruse, with 20 years service, 
continues his work in actuarial research. 
Having ioined the company in 1938, 
Mr. Davidson continues as head of the 
statistical department. 

A member of the company since 1928, 
D. W. Macdoni uld becomes claims ex- 
ecutive in place of superintendent, and 
will be responsible for both the claims 
and the policyowners’ service depart- 
ment. 

A member of the department since 
1930 and latterly assistant superin- 
tendent, F. B. Brooks-Hill becomes 
superintendent of the bond and _ stock 
investments department. 

Appointed in 1941, D. F. Duncan be- 
comes an assistant actuary in the divi- 
dent and research department. 

In addition to the above appoint- 
ments G. A. Skelding, underwriting ex- 
ecutive and a member of the company 
since 1922, will be responsible for the 
functions of the underwriting and policy 
departments. 


GETS COMMERCIAL LIFE POST 

W. E. A. Eland has been appointed 
superintendent of agencies in Canada 
for Commercial Life—a new position 
created by the company. Mr. Eland 
is a graduate of the Bureau School in 
Agency Management, Chicago. 


CANADIAN ASS’N TO MEET 
The 44th annual meeting of the Life 
Underwriters Association of Canada will 
be held at the Royal York Hotel in 
Toronto on January 26 and 27. 








Francis Smith Heads Metropolitan’s 


Ordinary and Industrial Departments 


Douglas S. Craig, Second Vice President, in Charge of 
Ordinary Department, and John C. Timmermann, 
Third Vice President, Handling Industrial 


Francis M. Smith, vice president of 
Metropolitan Life, who has been in 
charge of the company’s Industrial De- 
partment, assumed over-all exccutive su- 
pervision of both the Ordinary and In- 
dustrial departments on January 1. 

In association with Mr. Smith, Doug- 
las S. Craig, second vice president, will 
be in charge of the administration of 
the Ordinary department, and John C. 
Timmermann, third vice president, will 
be in charge of the administration of 
the Industrial department. 

The change follows the election to 
administrative vice president of Samuel 
Milligan, formerly vice president in 
charge of the Ordinary: department. 


Francis M. Smith’s Career 


Francis McAdam Smith who has 
been since 1927 the executive officer in 
charge of the company’s Industrial de- 
partment, has been with the Metropoli- 
tan since 1912, and has been an officer 
of the company since 1924. 

Mr. Smith was born in New York 
City on April 15, 1896, the son of 
Charles and Mary McAdam Smith. He 
has spent virtually his entire business 
life in the service of the Metropolitan, 
leaving high school at the age of 16 
and entering the company’s employ 
shortly thereafter. 

He started as an office boy, was pro- 
moted soon to clerical duties, and then 
began to advance steadily through pro- 
motions to positions of increasing re- 
sponsibility. He early recognized the 
future in the company’s actuarial work, 
and began intensive studies in actuarial 
science, for the most part at night. 


In 1921, at the age of 25, just nine 


DOUGLAS S. CRAIG 


years after he joined the company, he 
qualified by examination as a Fellow of 
the Actuarial Society of America. Later 
he became an associate member of the 
American Institute of Actuaries. These 
organizations now are merged in the 
present Society of Actuaries. 

Mr. Smith was made an officer of the 
company with the title of assistant ac- 
tuary in January of 1924. On April 26, 
1927, he was appointed third vice presi- 
dent and was placed in charge of the 
important Industrial department. He 
was advanced to second vice president 
in 1939, and to vice president in 1944. 

He has maintained a keen interest in 
the activities of the employe organiza- 





FRANCIS M. SMITH 


tions of the Metropolitan’s home office, 
especially the Home Office Veterans, 
serving as president of this organization 
during 1946 and 1947. 


le is married to the former Miss 
Margaret McLean, and they reside at 
8 Little John Place, Gedney Farms, 
White Plains. They have two sons, 


Frank and Jack. Mr. Smith finds his 
recreation in week-end golf, and enjoys 
hunting and fishing when he can find 





TIMMERMANN 


JOHN C. 


He is a es of the Man- 


York Athletic 


the time. 
hattan Club and the New 
Club. 


Pacific Mutual at Tulsa 


Pacific Mutual Life has appointed 
Charles St. Louis, general agent at 
Tulsa. Formerly with Pacific Mutual 


agencies in the mnd-west, he was 
brought to the home office as training 
assistant before this appointment. 

Opening of the Tulsa general agency 
gives Pacific Mutual two field units in 
Oklahoma, the other being the Ma'colm 
C. White General Agency in Oklahoma 
City. 
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President Fitzgerald 


(Continued from Page 3) 


fellow must be persuaded by law or per- 
sonal pressure to play his role properly 
for everybody else’s good. Solutions will 
be found only through a common under- 
standing of the problem by the people 
as a whole and by their cooperative ef- 
fort to deal with it under sound leader- 
ship, both public and private. 

“Plainly, it is not easy to face up to 





our individual! responsibilities—to call 
ourselves to an accounting; but that, 
surely, is what we must do. The real 


issue, I mean to say, is with all the peo- 
ple—not just the other fellow. 

In elaborating on this situation, I am 
going to stick closely to observations 
that are pertinent from our point of 
view as life insurance men. Technicians 
in other fields are properly the ones to 
offer special observe itions from their 
vantage points on such subjects as debt 
management, credit and other controls. 

What the People Can Do 

“Government leadership in these mat- 
ters, is, as we all know, of critical im- 
portance. To support the direct meas-- 


ures taken by the government is an 
obvious obligation upon us all. Con- 
trols, whether direct or indirect, will 


work effectively only to the extent that 
the people are moved to make them 
work. In this sense, the real issue is 
more individual than governmental, more 
personal than collective, more moral 
than economic. 

“But to support only the government 
orders on the record books is _ not 
enough. Again, the power is in the peo- 
ple to meet the situation. An informed 
people can and will face up to the facts. 
And here it is appropriate, I think, to 
remind you of the things the Institute 
of Life Insurance has been telling the 
people of the country—things that go 
beyond mere compliance with executive 
orders. The people have the obligation, 
suggests the Institute—and it speaks for 
all of us—to minimize unnecessary per- 
sonal spending, to say no to government 
expenditures that are unnecessary, to 
say no on borrowing that can be avoid- 
ed. to say no to the tendency to hoard. 

“To get people to save is the obvious 
objective ot all these admonitions. Sav- 


ing, as we know, has always been a 
virtue among Americans. Now, it is a 
must! And I say this despite. the re- 
duced value, now, of fixed-dollar savings 
of the past. To decide for any reason 
not to save is a risk that cannot be 


run; for saving helps immeasurably in 
reducing the gap between purchasirg 
power and available goods and services 
in a war economy. 

“In times like these, Americans by 
the millions who believe for good reason 


that they cannot work directly in war 
activities, are asking: What can I do? 
The fact is that the individual person 
in the management of his own affairs 
can participate by saving dollars, as the 
Nationa! City Bank letter emphasizes 
in its December issue. Every dollar 
saved is an indirect, albeit small, bit of 


control over inflation. 
Role of the Life Underwriter 
“Now let’s think for a moment about 
your role with policyholders and pros- 
pects. I know that questions keep com- 
ing your way; certainly we all agree that 


they must be dealt with seriously. 
“Frankly, I don’t know of any group 
of people better qualified than life un- 


derwriters to deal directly with these 
questions as they are met in daily pur- 
suits. You have the opportunity, it seems 
to me, to help people think straight un- 
der these circumstances, to tell them 
what life insurance is doing and will 
continue to do for them, and to help 
plan their insurance, old and new, to 
meet these problems in their family and 
business relationships. 


“First, of all, you know the nature 


of the problem: you know how impor- 


tant it is that the inflation line be held. 
You know that most Americans have a 
stake in fixed-dollar savings in some 
form—federal bonds, savings accounts, 
life insurance policies. You know that 
most Americans have a stake in fixed- 
dollar social security. You know better 
than anybody else that participation in 


fixed-dollar private pension plans is 
broadening into all economic groups. 
And finally you are career people in 


the business that. more than any other, 
offers the great family savings and pro- 
tection medium. 

“You can, then, tell them about the 
problems. You can tell them about the 
role of savings in our economy. Most 
of all, you can tell them how life insur- 
ance meets up with this problem. And 
here I’m thinking about observations 
like these—none of them new but all 
pertinent to an understanding of the 
situation: 

“(1) Earning power is the real back- 
log of family security. So far, nothing 
we know of protects earning power for 


family security better than life insur- 
ance. Inflation, as we know, increases 
the need for death benefit dollars of 
anv value. 

“(2) And do not business values, en- 
hanced greatly in dollars by way of 


inflation, require increased protection 
today just as personal estates need addi- 
tional protection-against taxes, debts and 
administration costs? 

“(3) History shows that some defla- 
tion has always followed inflation. Most 
premium dollars are paid in—and most 
benefit dollars paid out—over long pe- 
riods of time. In no other savings plan 


are “average” dollars reflected to the 
same degree. 
“(4) To save so as to meet conse- 


quences of inflation is good sense. When 
those savings turn purchasing power 
away from trade channels, all the better. 
Savings in life insurance help the other 
side of the imbalance too—they help 
narrow the gap between purchasing 
power and production by aiding produc- 
tion through the company’s investments. 

“These, surely, are parts of the story 
you have to tell people today. And, i 
telling them, you are entitled, as always, 
to the conviction that their dollars saved 
in life insurance are guaranteed to come 
back to their families—to come back 
when needed the most. 

“Life insurance, more than any otlier 
form of savings, is an expression of 
the dignity, the sense of responsibility, 
the faith of American people—and of 
their love of family life. Traditionally, 
to save for the future has been a noble 
family objective. If family saving goes 
out of fashion, American family life will 
be the loser; and so the nation will 
lose, for, as our families go, so goes 
the nation. How great, therefore, is 
your responsibility ! ; 

Role of the Company 

“As a company we have special ob- 
ligations too—in at least four areas: 
(1) in the efficient use of manpower 
in our operations in both field and Home 
Office; (2) in the conservation of ma- 
terials we use in doing business; (3) 
in spending money wisely in the con- 
duct of our operations; (4) in investing 
funds where they will contribute most 
to the defense of the nation—least to 
inflationary pressures. 

“To this latter end, last fall we sub- 
stantially curtailed our in-take of guar- 
anteed residence loans and further re- 
strictions have recently been imposed. 
As the majority of our loans are ad- 
vance commitments and paid only when 

house has been completed, it will be a 
while before the full effect of these 
measures will be felt. We have followed 
strictly the credit regulations of the 
Federal Reserve System. New bond in- 
vestments are studied to eliminate con- 
siderations of those with inflationary 
dangers. 

“Suggestions have been made in re- 
cent weeks that a long-term govern- 


WILLIAM M. ANDERSON 


North American Life of Toronto has 
advanced its two top managing execu- 
tives with the election of William M. 
Anderson, general manager to be vice 
president and managing director, and 
the appointment of John T. Bryden, 
assistant general manager to be general 
manager. 

Mr. Anderson 


has long been promi- 


ment bond ineligible for banks and at a 
rate sufficient to permit the companies 
to meet their interest requirements 
would be a useful addition to Treasury 
Department offerings. We endorse this 
idea and believe it would minimize the 
desire of life companies to sell govern- 
ment bonds acquired in war and defense 
periods in order to reinvest at rates 
more favorable to their policyholders. 

“It is fair to recall, I think, that in 
all these areas I have described, Ameri- 
can life insurance—specifically including 
our own company—performed splendid- 
ly during World War II. It is proper 
to state that, come what may, we shall 
do our part again—and, with the experi- 
ence of the past behind us, do it even 
better in all these ways. Only by such 
performance do we justify the faith in 
us; only by such performance are we 
an institution worth people’s sacrificing 
to preserve if the worst comes; only 
by such performance may we face our 
policyholders and say that we .have 
done our very best. 

“All that I have said may be summed 
up this way: When people are asked 
to be worthy of a great task, they will 
be worthy; when they know the facts 
and their duties are clear, they will 
respond courageously. For those in our 
business, the mission is clear. In de- 
scribing your role, I have assumed great 
understanding and willingness on your 
part as individuals. In describing the 
role of the company as an institution, 





I have charged us with a great respon- 
sibility. But I know from experience 
that I am anticipating no more than 
will be delivered. For Northwestern 


Mutual people have proved that they 
are responsive to a principle, respon- 
sive to an ideal, responsive to our con- 
cept of quality in helping people achieve 
a feeling of security. 

“Our response as Northwestern Mu- 
tual life insurance men and women and 
as citizens to the problems we meet in 
the days ahead will be a measure of 
our worth; for we shall be successful 
as a nation, a company, as individual 
citizens, only to the extent that we play 
our roles worthily. With everybody’s 
help, we will succeed in every test of 
strength, in every test of human decency 
in our relationships, both home and 
abroad.” 





JOHN T. BRYDEN 


nent in Canadian life insurance affairs 
and has a wide acquaintance in the 
United States. He was president of the 
Canadian Life Insurance Officers Asso- 
ciation in 1947-48 and has been a fre- 
quent speaker at insurance meetings. 
Graduated with first honors at Univer- 
sity of Toronto, he entered the service 
of North American Life as a junior 
clerk, was made supervisor of field 
service in 1928, assistant general man- 
ager in 1940 and general manager in 
1945. He is a Fellow of the Society of 
Actuaries 

Mr. Bryden has been active in a wide 
field of affairs in Canada including life 
insurance. He is considered a_ keen 
student of finance and economics on 
which he has been a frequent speaker 
and lecturer. Graduate of University of 
Toronto, he joined North American 
Life in 1929, was appointed assistant 
treasurer in 1934, assistant general man- 
ager in 1946. He has been president of 
Citizens Research Institute of Canada; 
president of Toronto Chapter, Society 
of Residential Appraisers; vice chair- 
man legislative committee Toronto 
3oard of Trade; member Ontario Re- 
gional Committee, Canadian Chamber 
of Commerce; member Canadian Insti- 
tute of International Affairs; vice chair- 
man Institutional Advertising Commit- 
tee, Canadian Life Insurance Officers 
Association; member Board of Regents, 
Victoria University. 


CONFEDERATION LIFE CHANGES 
P.R.M. Wallis Agency Operations Head 
for United Kingdom; J.P.S. Costigane, 
Merrick Superintendent of Agencies 

P. R. M. Wallis, CLU, superintendent 


o. agencies, Confederation Life of 
Toronto, will go to England where 
he will be responsible for the entire 


agency operations of the company in 
United Kingdom pending appointment 
of a permanent successor to N. Wallis 
Streat who retires as U. K. manager 
after 18 years with the company. 


Appointed new superintendents of 
agencies of Confederation Life are 
J... 2: $2 Costyane, CEU, -and H.W, 


Merrick. Mr. Costigane has had several 
years as superintendent of field service 
and latterly was manager at London, 
Ontario. Mr. Merrick has had man- 
agerial experience in Hongkong and 
Toronto and for past six years has 
been manager at Bogota, Columbia. 
H. W. N. Moorhouse becomes manager 
for Columbia. A. D. Carpenter has been 


made manager of Toronto-Yonge & 
Richmond division. William Wilson has 
been appointed Regina division man- 
ager. 
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Need to Check Public 
Buying, Says Woodward 


CIVILIAN DEMAND A PROBLEM 


Mutual Life Economist Would Increase 
Working Period and Income 
Taxes in Emergency 


Further increases in civilian demand 
for goods and_ services should be 
checked, so that inflation can be curbed 
and American war preparations in the 
national emergency can continue un- 
hampered, Donald B. st binairagpe 2nd 
vice president of Mutual Life of New 
York, told the American Statistical As- 
sociation, at Chicago December 27. 
Nearly all of current income is being 
spent for consumption, Mr. Woodward 
said. Not only is the savings ratio in 
1950 likely to be one of the lowest in 
25 years, but accumulated past sav- 
ings are being drawn upon. 

Woodward did not indicate that 
income and consumption are excessive, 
measured against any ideal, nor that 
“a country derives strength by making 
itself miserable.” He pointed out, how- 
ever, that the physical volume of pro- 
duction in 1951 is expected to be only 
844% higher than this year. That in- 
crease, he maintained, is not sufficient 
to meet military demands and continu- 
ing high civilian demand. As a result, a 
price rise of from 5% to 10% can be 
expected. 

Makes Four Proposals 


Mr. Woodward asserted that “in the 


there ought to be a 
84%" and that a 
greater increase is necessary for the 
three purposes of “protecting our 
security, preventing inflation and meet- 
ing our demands for such a_ high 
standard of living as we have.” Declar- 
‘ng that the country’s economy is 
capable of doing the job, he made the 
following proposals: 


national interest 
greater rise than 


1. Increase the working period by two 
to four hours a week 


2. Increase the civilian labor force. 
The biggest potential is women with 
children in school. Many of these 
women could be employed part-time and 
business management should organize 
to provide more opportunities for such 


employment. 


3. Increase personal income taxes and 
have them cover a wider part of the 
population. “Freedom cannot be de- 
fended and the dollar be adequately 
protected, while at the same time more 
thn two-thirds of personal income is 
exempted from income taxation.” 


4. Increase personal saving  sub- 
starftially. In the third quarter of 1950 
personal savings amounted to less than 
3% of personal income and “this isn’t 
enough to finance government require- 
ments and capital needs and prevent in- 
flation.” There is need for a major ef- 
fort to stimulate savings. A combined 
and coordinated effort by government 
and private organizations, using the 
many techniques and methods largely 
untouched, could accomplish much. 











| HEARD on the WAY | 


The affectionate essay, “What Is a 
Boy,” which was written by Alan Beck 
of New England Mutual Life, and pub- 
lished by that company in one of its 
publications for the field has now be- 
come such an American classic that the 
editors of Parade asked Mr. Beck to 
write an essay of similar type, “What 
Is a Girl.” Both of these essays ap- 
peared in Parade during the Christmas 
week, forming a two-page spread with 
a picture of a boy on one page and of 
a girl on the other. Parade is dis- 
tributed as part of Sunday editions of 
daily newspapers in a large number of 
cities. 

Twenty-five members of the home of- 
fice staff of Pacific Mutual Life of Los 
Angeles were awarded checks ranging 
from $5 to $40 for 28 suggestions made 
during the third quarter of 1950 which 
were accepted and put into practice by 
the company in its efforts to increase 
the efficiency of home office operations. 
In addition an award was made to a 
ia The total of the checks was 
315 


Interest rates for long-term invest- 
ments in England, which for nearly two 
decades were relatively low, have moved 
upward since 1947. To learn whether 
this change portends anything in the 
United States, Professor Burton C. Hal- 
lowell, economic consultant for Connec- 
ticut General Life Insurance Company, 
Hartford, Connecticut, has conducted a 
study of Britain’s recent monetary his- 
tory. Professor Hallowell, a member of 
the faculty of Wesleyan University, 
Middletown, Connecticut, worked on his 
study in England last spring. 

Dr. Hallowell’s paper details the course 
of British interest rates since 1929, and 
he reports on the activities of the gov- 
ernment in its effort to influence the 
rates. He describes the ‘Dalton debacle” 
of 1946 and 1947, when the newly-elected 
Labor government tried to force down 
the interest rates on long-term invest- 
ments. “When the British authorities 
sought an arbitrarily low rate of inter- 
est,” he said, “they were unable to 
convince the investing community that 
they could or would maintain the low 








rate, the preference for cash over se- 
curities was strengthened, and the auth- 
orities under these circumstances found 
it expedient to retreat from their pub- 
licity announced objective.” Dr. Hal- 
lowell said that the “shadow of Dalton’s 
experience” would be a handicap in any 
future effort by government to force 
down interest rates. 
Uncle Francis. 


Home Life Upstate 
Field Changes 


Home Life of New York, has ap- 
pointed Edmund B. Case, who formerly 
directed the company ’s agency in Buf- 
falo, to be mz inager in Rochester. Tak- 
ing over Mr. Case’s assignment in Buf- 
falo will be Agency Field Assistant Wil- 
liatn H. Ross, who has been serving 
as agency field assistant in the home 
office. 

Mr. 
back to the scene of his early 
surance career. He started in 1947 in 
Home Life’s Rochester Agency. He en- 
tered management work as_ assistant 
manager in Rochester. Then in 1949 
came to the home office as an agency 
field assistant and since July, in that 
capacity, has been directing the com- 
pany’s Buffalo agency. 

Mr. Ross is a veteran of 12 years 
in the life insurance business. He has 
had extensive experience in the field 
and in management. Beginning his Home 
Life career in Washington, D. C., he 
served later as assistant manager in 
Chicago. Earlier this year he was named 
an agency field assistant, in which 
capacity he has aided in the direction 
of a group of agencies and in the train- 
ing of new field underwriters. 


Case’s appointment brings him 
life in- 


LOS ANGELES CLU SPEAKER 

Leslie J. Cooper, assistant actuary and 
tax consultant of Pacific Mutual Life, 
Los Angeles, was the guest speaker at 
the recent meeting of the Los Angeles 
CLU Chapter. The Los Angeles Chap- 
ter now has 75 students ‘taking the 
CLU course of study. 


Promotions Announced By Travelers 


Vernon T. Dow, George E. Light, Foster H. Williams, 
William A. Smith, Alfred R. Kawezynski, Dr. Albert 
L. Larson and George A. Fletcher Advanced 


President Jesse W. Randall of the 
Travelers Companies announced some 
promotions at the head office this week. 

Vernon T. Dow has been elected 
vice president; George E. Light and 
Foster H. Williams have been made 
secretaries of the Group department; 


William A. Smith has been made secre- 
tary of home office administration; 
Alfred R. Kawezynski has been made 
assistant secretary of the life depart- 
ment; Dr. Albert L. Larson was ad- 
vanced to associate medical director, and 
George A. Fletcher becomes assistant 
manager of the farm loan division of 
mortgage loan department. 
Dow, Light, Williams, Smith 

Mr. Dow has been secretary of the 
Branch Office Administration Depart- 
ment since 1947. He has been with 
Travelers since July, 1919, and _ has 
served as a counterman and assistant 
cashier at the Newark branch office, 
and has been a branch office supervisor, 
assistant chief accountant and assistant 
comptroller in home office. A native 
of Hinesburg, Vermont, he was grad- 
uated from the University"of Vermont 
in 1914. During World War I he served 
overseas with the U. S. Army Engi- 
neers as a Ist lieutenant. 

Mr. Light joined Travelers in 1923 
in the Group department and has been 
assistant secretary since 1946. He was 
born in Gilbertsville, N. Y., and was 
graduated from Yale University with 
a B.A. degree and received his L.L.B. 
degree from the University of Con- 
necticut Law School. He is admitted 
to the practice of law in Connecticut. 

Mr. Williams has been an assistant 
secretary of the Group department 
since 1946 and has been a member 
of that department since his association 
with Travelers in 1925. He is a native 
of Twin Oaks, Pa., and was graduated 
from Hamilton College with an A.B. 
degree in 1925. 

William A. Smith 
sistant secretary of home office admin- 
istration department since December, 
1948. He joined Travelers in 1937 as a 


has been an as- 





Kansas Leaders Meet 

Herb Langsdorf, Jr. New England 
Mutual, Topeka, was named chairman 
of the Kansas Leaders’ Round Table 
succeeding Al Shank, New York Life, 
Liberal at the third annual meeting 
in Wichita. Paul J. Allen, Equitable 
of lIowa, Topeka, was named vice 
chairman; and Charles Henry, Victory 
Life, Dodve City, was named secretary. 
Opening the session was a panel which 
followed the dinner, on the “Grass Roots 
of the Business” which included pres- 
tige Building and Time Control. On the 
panel with Mr. Langsdorf as modera- 
tor were Vaughan Kimball, New York, 
Dodge City; Earl Chappell, College Life, 
Manhattan; Charles A. Colby, New 
England Mutual, Wichita and Paul 
Allen. A morning session included 
Ralph Crissman, BMA, Wichita on 
“Health and Accident, Pardners to Life 
Insurance”; Keith Hayes, Mutual Life, 
Hutchinson, President of the KLUA on 
“Our State and National Association”; 
Charles S. Bray, Victory Life, Topeka 
on “The Why of Business Insurance To- 
day”; and Stanley C. Miner, Tax Attor- 
Wichita on “Business Insurance 


ney, 
and Taxation.” Elmer C. Moore, New 
York Life, Wichita, Trustee of NALU 
and member of the Million Dollar 


Round Table presided at the closing ses- 
sion with Hobart C. Brady, of Brady, 
Inc., Wichita, members of the WAIA 
and himself a past president of the 
National Association of Real Estate 
Boards as speaker, who gave a Stirring 


clerk in the fire accounting department; 
joined the purchasing department in 
1945 and became assistant purchasing 
agent in 1946. A native of Alaska, W. 
Va. he was graduated from Bristol 
High School and Morse .Business Col- 
lege, both in Connecticut. He entered 
military service in February, 1941. as 
a 2nd lieutenant with the 43rd Infantry 
Division, Connecticut National Guard. 
He was separated from active duty in 


November, 1945, with the rank of 
lieutenant colonel. 

Mr. Kawezynski joined Travelers in 
1917 and was made supervisor of the 
life change division in June, 1926. A 


native of Hartford, he was educated in 


the public schools. 
Larson and Fletcher 

A native of White Plains, N. Y., 
Albert L. Larson was graduated from 
Cornell University and _ received his 
medical degree from Albany Medical 
College, Albany, N. Y. After serving 
internship and residency at Grasslands 
Hospital, Valhalla, N. Y., he practiced 
in White Plains until he became as- 
sociated with Travelers as medical ex- 
aminer in New York City in December, 
1940. 

In 1942, he entered the Armed Serv- 
ices and was relieved from active duty 
with the Army Medical Corps in 1946 
with the rank of lieutenant colonel. In 
February, 1946, he was brought to the 
home office as assistant medical di- 
rector. Dr. Larson is a diplomate of 
the National Board of Medical Ex- 
aminers and Certified by the American 
Board of Internal Medicine, is a mem- 
ber of the American, State and County 
Medical Societies, and on the board of 
directors of the Hartford Heart Asso- 
ciation. 

George A. 
pointed assistant 


Dr. 


Fletcher has been ap- 

manager. farm loan 
division, mortgage loan department of 
Travelers. He has been field supervisor 
of the division since August, 1949 when 
he came into the home office after ex- 
tensive field service in Oregon. He was 
graduated from Oregon State College. 


APPOINTED SUPERVISOR 


H. B. Crothers has been appointed 
supervisor of the Charlotte branch of- 
fice of Jefferson Standard Life. Mr. 


Crothers served at several branch offices 
before going to Charlotte in 1947. For 
the last three years he has served as 
cashier of the company’s Charlotte office. 


VANCOUVER CLU OFFICERS 

John Armstrong, CLU, has. been 
elected president for 1951 of the Van- 
couver-Westminster chapter of the In- 
stitute of Chartered Life Underwriters, 
with T. J. Carlyle, vice president; Garth 
Walker, secretary-treasurer, and George 
Wilson executive member. 


NAMED BRANCH MANAGER 


Fred B. Grap has been appointed 
branch manager of a_ newly-created 
western Manitoba branch of the Mon- 
arch Life of Canada. New offices are 
being opened in Brandon to serve the 
area. 
address. The Kansas Leaders’ Round 


Table reported 64 qualifying members 
for the year and will hold their semi- 
annual meeting in Topeka in May, 1951 
at the time of the annual convention 
of the KLUA. The membership pledged 
to follow the pubic service program 
of the NSLI which was explained by 
Kansas President Keith Hayes. There 
was a near 100% attendance. 
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DILEMMA ON INTEREST RATES 


The Federal Government is again 
confronted with the necessity of raising 
huge sums for military preparedness. 
Continuation of easy money as ofiicial 
Government policy at this time while 
attempts are being made in many di 
rections to check inflation shows up a 
contradiction and dilemma. As_ pointed 
out in the January issue of The Guar- 
anty Survey of the Guaranty Trust Co. 
of New York, credit restraint implies 
higher interest rates while the main- 
tenance of the existing yield pattern on 
Government securities implies unchanged 
interest rates. 

Life insurance companies have long 
advocated a special issue of Govern- 
ment bonds bearing an adequate inter- 
investors. 


est rate for institutional 


Thomas I. Parkinson, president of 


Equitable Society, has now proposed 
that the Government issue long term 
3% “National Emergency Bonds” to life 
insurance companies, savings banks and 


drain off “the swollen 


trust funds t 
money supply.” One of the chief causes 
of the current inflationary trend, as he 
points out, is the large volume of Gov 
ernment bonds in the commercial banks. 
Large maturities of Government obliga- 
tions, nearly $50 billion due in 1951, 
have been refinanced with short term 
Treasury notes which end up in the 
commercial banks as the principal buy- 
ers of such paper. Mr. Parkinson’s solu- 
tion is a special issue of bonds bearing 
3% interest. 

An escape from the dilemma would 
seem to be through higher interest 
rates, including higher yields on Gov- 
ernment securities, says the Guaranty 
Survey, although the difficulties of such 
course are impressive with insurance 
companies and banks holding such se- 
curities in large volume. 

It is recalled that the Government 
embarked on an easy money policy dur- 
ing the economic depression when credit 
expansion was desirable. Easy money 
continues to be official policy today 


under vastly changed conditions and 


prospects. The policy has been ad 


hered to for almost two decades, 
through good times and bad, through 
war and peace, through years of labor 
shortage and years of unemployment, 
through inflation and deflation. 


Nothing that the Treasury or the 


monetary authorities cou'd do would 
have a more stabilizing effect on our 
economy, in the opinion of Mr. Parkin- 
son, than a bond issue purchased by the 
insurance companies and other savings 
funds. “It would put a check on the 
increase in the money supply and wou!d 
gradually to reduce what everyone 





tend 
agrees is an excessive supply of money,” 
“It is true that the decrease 
small compared with the total 


he says. 
would 
outstanding but that is as it should be. 
Our economy should not be called upon 
to stand the strain of too large a re- 
duction of the money supply after it has 
been permitted to increase for so many 
years to its present peak, highest in all 
history.” 


Victor Dawson, of the Behrendt-Levy 
Insurance Agency of Los Angeles has 
elebrated his 30th anniversary with the 
agency and was tendered a luncheon 
by the Fireman’s Fund Insurance Co. 
in honor of the event. 
* * * 


Snapped at Los Angeles 





Photo by Harry H. Fuller 
J. Raymond Berry (left) and 
Cc 


C. Fraizer. 


J. Raymond Berry, general counsel, 
National Board of Fire Underwriters, 
and C. C. Fraizer, general counsel, 
Health and Accident Underwriters Con- 
ference and former Insurance Commis- 
sioner of Nebraska, seen at the recent 
meeting of the National Association of 
Insurance Commissioners at Los An- 
geles. 








A. N. KEMP 


A. N. Kemp, chairman of the board of 
Pacific Mutual Life, has returned to Los 
Angeles from Baltimore, where he wit- 
nessed the trial runs of one of the 
world’s largest tankers, bearing his 
name. The vessel now is on the high 
seas enroute to Sidon, terminus of the 
Trans-Arabian Pipe Line, where she will 
load her first cargo of oil. 

* * * 

David F. Barrett, St. Louis corre- 
spondent for insurance and other trade 
publications, and his wife received a 
belated Christmas present at 11:53 p.m. 
December 25 when a 7 pound 7 ounce 
daughter was born to their daughter, 
Mrs. Neil Joseph Gallagher at St. John’s 
Hospital. The little girl joins the six 
other grandchildren of Mr. and Mrs. 
Barrett. She is also the third child for 
the Gallaghers, the others being Marv 
Patricia, aged 4, and Peter Joseph 
Gallagher, aged 3. The father, Neil Jo- 
seph Gallagher, who rose to the rank of 
captain in the U.S. Army in France, 

3elgium and Germany in World War II, 
is a St. Louis city salesman for the 
Renard Linoleum and Rug Co. Mrs. 
Gallagher is the former Frances Barrett. 

* * x 

Roderick I. Pirnte, general agent at 
Providence for Massachusetts Mutual 
Life, has been appointed by Rhode 
Island Governor Pastore as one of 42 
prominent Rhode Island citizens to re- 
new efforts toward constructing a replica 
of the Old Colony House at Newport, 
R. I. on the grounds of the Eastern 
States Exposition at Springfield. Mass. 
The state is the only New England 
state not now represented by a_ build- 
ing on the extensive exposition grounds. 

ie. tee 

A. B. Matthews, president of Excel- 
sior Life of Canada, has been elected 
to the board of Maple Leaf Gardens, 
Toronto. 

oe a 

Wallace C. Fisher of the White & 
Odell agency of Northwestern National 
Life, has been elected a member of 
the vestry of the Cathedral Church of 
St. Mark of Minneapolis. He is cur- 
rently serving as chairman of the Every 
Member Canvass. 

* * x 


Emmett T. Ireland, Penn Mutual 
Life, Wichita, has been renominated to 
the board of directors of the Wichita 
YMCA 

x x 

Paul Jernigan, Penn Mutual Life gen- 
eral agent in Wichita, has been named 
vice president of the Kansas Sales 
Executive Club. 


W. G. Preston, manager of the Pres- 
ton agency at Great Falls, Montana, for 
Northwestern National Life, was recent- 
ly elected president of the Community 
Chest Association at Great Falls. Rob- 
ert Van Fossan, also of the Preston 
agency, was elected first vice presi- 
dent. 





GERARD §S 


. NOLLEN 


Gerard S. Nollen, chairman of the 
board of Bankers Life of Iowa, has been 
named to head the wardens divi ion of 
the city’s civilian defense organization 
by Des Moines Mayor A. B. Chambers. 

x ok * 

James L. Whitt, district manager of 
lefferson Standard Life of Greensboro, 
N. C., was a guest speaker in business 
department classes at Concord College, 
Athens, W. Va., recently. Mr. Whitt 
is a graduate of Concord. 

“a ee 

L. C. Woodall, division manager for 
Life Co. of Georgia at Griffin, Ga., has 
received his Knights of York Cross of 
Honor degree in the Georgia Priory No. 
39 KYCH. This is the highest degree 
than can be conferred in the York Rite 
bodies of Freemasonry. 

a eae 

E. C. Woodburne, Massachusetts Mu- 
tual Life, Grand Rapids, has been in- 
strumental in forming a series of dis- 
eussions covering various phases. of 
Medical Economics for the benefit of 
residents, internes and staff members at 
three of the Kent County hospitals. 

* x 





W. Herndon Lackey, CLU, Massa- 
chusetts Mutual Life, Oklahoma City, 
was recently elected president of the 
Oklahoma City Estate Planning Coun- 
cil, an organization of 100 members in- 
terested in handling estates. 

ie a 


R. B. Ryden, Equitable Life of Iowa, 
Des Moines, has been elected to the 
board of directors of the Junior Cham- 
ber of Commerce of Des Moines. 

* * x 


Frank E. Spain, vice president and 
meneral counsel of Liberty National Life, 
Birmingham, has been named head of 
the finance committee of Rotary Inter- 
national. 

* * x 

Virgil M. Fogle, general agent for 
Ohio National Life, has been named 
campaign chairman of the 1951 “March 
of Dimes” appeal in Newark and Lick- 
ing County, Ohio. Mr. Fogle will head 
an organization of volunteer workers 
which will raise funds to finance the 
local foundation’s program of assist- 
ance to polio victims and to fight the 
spread of the disease during 1951. 
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Cites Cicero in Holiday Greetings 


Among the most. striking holiday 
greetings sent out each year are those 
of Donald B. Woodward vice president 
of the Mutual Life of New York, his 
wife and children. For the recent holi- 
day season the Woodwards borrow 
words from Cicero “to convey our feel- 
ings for you, which we hope will in- 
clude a Merry Christmas and an auspi- 
cious beginning to a fruitful New Year.” 
The extracts from Cicero sent out were 
from his comments “on Friendship” and 
they follow: 

“All I can do is to urge on you to 
regard friendship as the greatest thing 
in the world; for there is nothing which 
so fits in with our nature, or is so 
exactly what we want in prosperity or 
adversity ee 

“Is not prosperity robbed of half its 
value if you have no one to share your 
joy? On the other hand. misfortunes 
would be hard to bear if there were 
not someone to feel them even more 
acutely than yourself. In a word, other 
obiects of ambition serve for particular 
ends—riches for use, power for secur- 
ing homage, office for reputation, 
pleasure for entoyment, health for 
freedom from pain and the full use of 
the functions of the body. But friend- 
ship embraces innumerab’e advantages. 
Turn which way you please, you will 
find it at hand. It is everywhere; and 
yet never out of place, never unwel- 
come. Fire and water themselves, to 
use a common expression, are not of 
more universal use than friendship . 

“And great annd numerous as are the 
blessings of friendship, this certainly 
is the sovereign one, that it gives us 
bright hopes for the future and forbids 
weakness and despair “4 


eee Sato 


Fire Safety Features of New U. S. 
Liner Independence 


In connection with the prospective 
delivery of the new luxury liner Inde- 
pendence to her owners, the American 
Export Lines, on January 17, the “Quar- 
terly” of the National Fire Protection 
Association recently published an article 
on “Fire Protection on Modern U. S. 
-assenger Ships” including safety fea- 
tures on ships of the American Export 
Lines. The “Independence,” one of the 
iargest and fastest U.S. merchant ships 
afloat, will be open to invited groups 
in New York from January 22 to just 
before February 2 when she sails on a 
shakedown cruise. On February 10 she 
will leave for a 53-day cruise to the 
Mediterranean and thereafter will be 
placed in the New York to Naples 
and Genoa service. 

The NFPA article, written by K. H. 
Wiley, engineer for the Bethlehem Steel 
Co. shipbuilding division which con- 
structed the Independence, tells of im- 
proved fire safety standards now in 
common use on U.S. passenger vessels. 
The safety characteristics of passenger 
ships are generally more pronounced, 











vessels engaged 


he says, on the larger 
primarily in the carriage of passengers 


rather than cargo. Extracts from Mr. 
Wiley’s article in the “Quarterly” on 
fire safety features of these new vessels 
follow: 

“The Quincy Yard of the Bethlehem 
Steel Company is building two 682-foot 
passenger ships for operation by Amer- 
ican Export Lines, Inc. between New 
York and Mediterranean ports. These 
vessels will be known as Independence 
and Constitution. Each will be certi- 
fied to carry more than fifteen hundred- 
and-fifty passengers and crew. They are 
being constructed with the benefit of 
subsidy under the direction of the U.S 
Maritime Administration (formerly Mar- 
itime Commission) and must therefore 
comply with Senate Report No. 184. 
They must also be built in accordance 
with the latest Coast Guard regulations, 
regardless of subsidy. Between require- 
ments of the government, the owners 
and recommendations of the builders, 
these vesse!s incorporate som very in- 
teresting ship-board fire safety provi- 
sions. 

“These features may be classified in 
three basic categories as follows: 

“(a) Construction consisting of the use 
of fire resistant materials. 

“(b) Detection and alarm, 
methods and appliances. 

“(c) Extinguishment, including meth- 
ods and appliances. 


including 


Construction 

“The purpose of extensive fire-resist- 
ant construction is to localize any fire at 
or near the point of inspection for a 
substantial length of time. Thus the 
master and officers of the ship gain time 
in-awhich to organize more efficiently 
the ship’s fire-fighting facilities before 
the fire becomes a general conflagra- 
tion. In fact, the use of fire-resistant 
construction and the restrictions on com- 
bustible materials are such that meny 
fires in the smaller accommodation 
spaces would probably burn out and 
die at the source without any attention. 

“The vessels are divided: into seven 
main vertical zones by six bulkheads 
The superstructure and upper port'on 
of the main hull are further divided by 
the decks into eight horizontal zones 
which include all passenger and crew 
accommodations. Below these are the 
cargo, fuel, water, stores and machinery 
spaces. These bulkheads and decks to- 
gether with more important portions of 
intermediate bulkheads are of ‘A’ type 
construction described in subsequent 
paragraphs. These intermediate subdivi- 
sions include bulkheads around control 
stairway and elevator enclos- 


stations, 
ures, lifeboat stations, motion-picture 
booths, large public rooms, machinery 


and cargo spaces, etc. 

“Further subdivision is of ‘B’ or ‘C’ 
type construction. ‘B’ type is used for 
fire bulkheads of seccndary importance, 
such as those around individual state- 
rooms and other small accommodation 
spaces. ‘C’ type construction is gener- 
ally permitted only between spaces 


which, for fire safety reasons, need 
not be separated at all 

“The more fire resistant types of con- 
struction are used to separate larger 
spaces or those containing larger 
amounts of combustible material and 
also those spaces which are of especial 
importance because they are used for 
escape or for housing of control equip- 
ment and personnel. First and cabin 
class accommodations have combustible 
furniture and therefore require more 
efficient divisions than tourist class and 
crew accommodations which have non- 
combustible furniture. 

“Bulkheads and decks must be ca- 
pable of withstanding two tests, based 
on a standard fire test, as follows: 

“(a) Structural integrity test during 
which they must prevent the passage of 
flame. 

“(b) Heat transmission test during 
which the temperature on the side away 
from the fire shall not rise more than 
250°F average or 325°F maximum. 

“In each main vertical zone there is at 
least one stairway serving all accommo- 
dation and working spaces. Except in 
machinery spaces, such stairways servin~ 
more than two decks are completely en- 
closed so that escape may be made from 
anv deck to the lifeboat embarkation 
deck or other weather deck without pre- 
viously coming out of the stairway en- 
closure. There is also an additional hor- 
izontal or emergency vertical escape, 
exclusive of elevators, from each hori- 
zontal zone within the vertical zone. No 
combustible material is used in these 
stair enclosures or passageways. 

“Doors in any class of. fire bulkhead 
are of a construction consistent with 
that of the bulkhead. Those in main 
vertical zone bulkheads and stair en- 
closures, except power-operated water- 
tight doors, are fire doors of the self- 
closing type. When normally open, they 
are capable of being closed simulta- 
neously from the fire control room. All 
fire doors have hose ports at the lower 
corner of the door for passing a fire 
hose. The bottom of each door also 
has about one-half inch clearance for 
the full width to allow fire extinguishing 
water to flow by gravity to lower decks 
and to drains. The purpose of this drain- 
age is to minimize the accumulation of 
water with large surface area and large 
weight on the upper decks where it 
might cause the ship to capsize through 
loss of stability. A considerable num- 
ber of ships have capsized from this 
cause in the past, one notable example 
being the Normandie in New York har- 
bor. 

“Ventilation ducts are fitted with auto- 
matic dampers where they pass through 
main vertical zone bulkheads or the 
bulkheads separating cargo or machinery 
spaces from accommodations and safety 
areas. 

“Such construction features as doors 
and other closures that require atten- 
tion in case of fire are described further 
under subsequent headings. 

Fire Detection and Alarm 

“An electric alarm system is provided 
consisting of approximately eighiv man- 
ual alarm boxes and seven hundred auto- 
matic thermostats arranged in about 
sixty alarm zones. Each zone circuit 
includes one or more manual alarm 
boxes and from one to about fifty ther- 
mostats. Any manual alarm or ther- 
mostat operation in a particular zone 
actuates the corresponding panel of the 
€0-zone annunciator in the fire-control 
station and also rings bells in the wheel- 
house, the emergency crew quarters and 
both engine rooms. The system is pow- 
ered by batteries in the boat deck bat- 
tery room through a_battery-charging 
panel in the fire-control room. 

“Spaces protected by this svstem in- 
clude accommodation and service spaces, 
some cargo and stores spaces and iso- 
lated spaces housing important machin- 
ery such as steering gear and gyro- 
compass. 

“Eighty-five watchman clock stations, 
distributed throughout accommodation 
and service spaces, are to be patrolled 
et hourly intervals whenever passengers 
are aboard. These stations are divided 
into four routes which are to be pa- 
trolled concurrently while one extra 





watchman is on call in the wheelhouse. 
The five watchmen will rotate their 
duties including that of making a joint 
report to the wheelhouse. They are to 
have no other duties while on watch. 
Failure of a watchman to follow the pre- 
scribed route, or to record each station 
within the proper time, is to be entered 
in the log together with an explanation. 

“The smoke-detecting system draws 
samples of air through twenty-six lines 
of pipe to the detecting cabinet in the 
fire-control room. These pipes coliect 
air from cargo spaces, carpenter shop 
and certain stores spaces including the 
paint room. The lower portions of the 
same pipes also serve to deliver carbon 
dioxide for extinguishing fire in any 
space from which smoke is drawn. 

“Smoke drawn into the cabinet can 
be detected by sight and smell and will 
also ring gongs in the _ fire-control 
room and both engine rooms. This is a 
standard type of installation in com- 
mon use on modern cargo vessels. The 
particular systern used in this case is 
furnished by Walter Kiddie & Com- 
pany. Power for operation is taken from 
the emergency switchboard or battery. 

“Film storage for the theatre is pro- 
tected by four automatic sprinkler heads. 
This is in addition to thermostats which 
are part of the electric alarm system 
described above. 

“The ‘general alarm’ system consists 
of more than one hundred bells located 
throughout the ship and operated simul- 
taneously by a single switch in the 
wheelhouse. This may be supplemented 
by the main ship’s bell or whistle. 

“The public address system cannot be 
considered as part of the emergency an- 
nouncing system required by the Coast 
Guard. Nevertheless, it is on the ship 
and therfore could be used to supple- 
ment the emergency system if it ever 
became necessary. This system operates 
from microphones in the wheelhouse 
and purser’s office to fourteen groups 
of reproducers in passenger and crew 
public rooms throughout the ship. The 
system has a silencing switch in the 
whee'house and is powered from the 
emergency switchboard. 

“In connection with the main carbon 
dioxide extinguishing system, release of 
this gas to cargo holds or machinery 
spaces actuates pneumatic switches 
which in turn register separate alarms 
in each main engine room and on the 
annunciator panel in the fire-control 
room. Pneumatic switches in the emer- 
gency-generator, gyro-compass and mo- 
tion-picture projection rooms are also 
actuated by gas release from the inde- 
pendent systems in these spaces. These 
switches sound alarms in the same lo- 
cations as the main system alarms. Cir- 
cuits are powered from the emergency 
switchboard. ; 

“Release of gas in the engine room 
and auxiliary machinery space also 
causes pressure-operated siren alarms to 
sound in the space to which gas is re- 
The above alarms are necessary 
protection of crew because of 
of carbon di- 


leased. 
for the 
the suffocating properties 
oxide gas. : 

“In connection with the use of water- 
tight power-operated doors as fire doors, 
the closing of any of these doors from a 
remote control is preceded by sound’ng 
of an electric alarm at the door. The 
water-tight door control panel in the 
fire-control room shows a green light 
for each open door and a red light for 
each closed door. Other remote oper- 
ating stations have mechanical indica- 
tors showing whether their correspond- 
ing doors are open or close¢ 

Fire Extinguishing Equipment 

“Water supply at sea is obtained from 
two fire pumps in the forward engine 
room and one in the after engine room, 
each pump being connected through a 
cutout valve to the firemain. For auxili- 
ary water supply in port, six 2Y2- inch 
double shore hose connections, with 
adapters, are provided, one each on the 
weather deck forward and aft and four 
in way of sideports three decks lower. 

“Outlets generally are located in fire- 
station cabinets in well distributed lo- 
cations. Some cabinets:also contain fire 


(Continued on Page 24) 
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North President of 
Phoenix of Hartford 


GEORGE C. LONG, JR., RETIRES 


F. Minot Blake sil Lee R. Ross, Vice 
Presidents, Retire; North’s Entire 
Career With the Phoenix 
John A. North, executive vice presi- 
dent of the Phoenix Insurance Co. of 
Hartford, was elected president this 
week, succeeding George C. Long, Jr., 





A. NORTH 


JOHN 


who is retiring. F. Minot Blake and 
Lee R. Ross, vice presidents of the 
Phoenix, have also retired. Stockholders 
of the company will hold their annual 
meeting on February 16. 

Mr. North was born 
1901 in North Haven, Conn. Prior to 
apprenticeship in the home office of 
the Phoenix. He was graduated from 
Yale University in 1925, and in July 
of the same year was permanently em- 
ployed by the Phoenix. 

Mr. North was first assigned as a 
field agent in Texas and in July, 1929, 
was transferred to a field comprising 
Connecticut and western Massachusetts 
as a special agent for the Connecticut 
Fire. In 1936, he was elected an as- 
sistant secretary of the companies and 
in 1939 was elected a secretary. He 
has served as executive vice president 
since 1948, 

Mr. North is a brother of David A. 
North of New Haven, former president 
of the National Association of Insur- 
ance Agents. 


December 2, 


George C. Long, Jr. 


A native of Hopkinsville, Ky., Mr. 
Long practiced law before’ entering 
the insurance business in 1904 in the 
general agency of Cravens & Kelly at 
Houston, Texas. The Home Insurance 
Co. appointed him a special agent in 
1906, and three years later he was 
employed by the Phoenix as_ special 
agent for Louisiana and Mississippi. In 
1912 he was called to the home office 
as general agent in charge of the com- 
pany’s Southern business. 

He was elected an assistant secretary 
in 1913 and made a secretary in 1916. 
Mr. Long was elected a vice president 
in 1923 and three years later became 
senior vice president. He had _ been 
president since. 1937. 

A graduate of the Massachusetts In- 
stitute of Technology, Mr. Blake en- 








C. LONG, JR. 


GEORGE 


tered insurance with the Underwriters 
3ureau of New England in 1902 and 
three years later joined the engineering 
department of the Phoenix in Cincin- 
nati. He was called into the home office 
as a general inspector in the risk de- 
partment in 1907, became superintend- 
ent in 1909 and was elected assistant 
secretary in 1919. He was elected secrc- 
tary in 1928 and became a vice presi- 
dent in 1936. 

A native of Iowa, Mr. Ross was 
graduated from Armour Institute of 
Technology in Chicago and joined the 
Phoenix in 1909 after being associated 
with the company and the Underwrit- 
ers’ Bureau of the Middle and Southern 
States. He was appointed superintend- 
ent of the special risks department for 
the Western field in 1918 and five years 
later was elected assistant secretary. In 
1928 he was advanced to secretary and 
in 1936 he was elected a vice president. 


Rounds President of 
Syracuse Field Club 


annual meeting of the Syra- 
Club; ‘at Syracuse. N.-Y., 
David S. Rounds of the Aetna was 
elected president; P. W. Haley, Agricul- 
tural, vice president; Eugene M. Castle, 
Fidelity & Guaranty, secretary, and W. 
W. Schaeffer, Commercial ‘Union, treas- 
urer. 


At the 
cuse Field 


W. E. Mallalieu Honored 


On Eve of Retirement 

A three-way television set presented 
by the staff of the National Board of 
Fire Underwriters was among gifts re- 
ceived by W. E. Mallalieu, who retired 
December 31, after 50 years service 
with the National Board, including 40 
years as general manager. 

The gifts were presented at a staff 
reception in New York last week by 
Lewis A. Vincent, who succeeds Mr. 
Mallalieu as general manager. Mrs. 
Mallalieu was present. Staff receptions 
were held at approximately the same 
hour in the Chicago and San Francisco 
offices. 

Other gifts included leather albums 
containing press clippings and _ corre- 
spondence regarding Mr. Mallalieu’s 50- 
year record with the National Board, 
presented by the National Board of Fire 
Underwriters Building Corporation, and 
a complete recording of \e dinner held 
in his honor at the W aldorf-Astoria. 


Guerrini Retires as 
Executive of AFIA 


WITH ASSN. FOR THIRTY YEARS 


Born in Rome He Started in Insurance 
in Florida; Joined AFIA in 1920; 
General Manager in 1942 


Ugo E. Guerrini, executive vice presi- 
dent of the American Foreign Insur- 
ance Association and former general 
manager, retired on December 31 after 
completing 30 years of service. He be- 
came associated with AFIA in 1920 and 


spent most of his career on the 
European continent and in the Near 
East. 


Mr. Guerrini was born in Rome, 
Italy, and educated at the University 
of Urbino Law School. In 1908 he en- 
tered insurance at Jacksonville, Fla., 
under ‘the firm name of Groover and 

Ny 





UGO E. GUERRINi 
Guerrini. oe he became a fieldman 
for the Caledonian and Westchester 


Fire, then assistant manager for the 
Delaware Underwriters at Philadelphia. 


Assistant Manager in 1937 


In 1937 he was appointed assistant 
manager at the head office of the AFIA 
in New York City and on July 1, 1942, 
was made general manager. The title 
of general manager was relinquished on 
January 1, 1950, at which time L. C. 
Irvine was appointed general manager 
of the association and Mr. Guerrini was 
appointed executive vice president. 

Mr. Guerrini’s plans for the New 
Year include travel through Mexico and 
on the European continent, following 
which he will make his home on the 
outskirts of Philadelphia. 


War Damage Bill Dies in 


Senate as Congress Ends 
Chances for immediate enactment of 
war damage insurance legislation went 
hv the boards this week when the 
8lst Congress adjourned Tuesday with- 
out the Senate taking up the House- 
approved bill (H. R. 9802). 

Proponents had hoped that there 
would be a “calendar call” on the final 
day, but the Senate restricted its 
activity to the conference reports on 
major emergency legislation not com- 
pleted before the holidays. 

This opens the way for inclusion of 
reinsurance of carriers, state funds and 
self-insured employers covering work- 
men’s compensation under state laws in 
the original measure reestablishing the 
War Damage Corporation, instead of 
by amendment. The bill passed by the 
House and approved by the Senate 
Banking and Currency Committee 
would have authorized coverage of real 
and personal property only. 


Northern Assurance 

Names Asst. U. S. Mgrs. 
H. C. STOCKER AND R. C. ANGUS 
S. R. Clausen Appointed Secretary; 


Stocker Nearly 30 Years With Com- 
pany, Angus Started in 1917 





The Northern Assurance announces 
appointment of Howard C. Stocker and 
Robert C. Angus as assistant United 
States managers and. of Stanley R. 
Clausen as secretary. The last named 
will continue his duties in the inland 
marine department, United States Man- 
ager Earl D. Patton announces. 

Mr. Stocker was born in New York 
City and is a graduate of Columbia 
University. He began his insurance 
career with the Great American, having 
served in all departments of that group 
in order to gain a broad experience. 
After a number of years as a fire 
underwriter he was called upon to help 
organize that company’s automobile and 
inland marine department. He then be- 
came affiliated with the North British 
and Mercantile as assistant veneral 
agent, traveling Eastern States. He was 
later called to the home office as head 
automobile underwriter for all states 
except those in the Pacific Coast terri- 
tory. 

Joined Northern in 1921 

In 1921 Mr. Stocker resiened his posi- 
tion with the North British to become 
superintendent of the automobile and 
inJand marine departments of the 
Northern Assurance, and in 1935 he 
was appointed secretary in charge of 
these departments. 

Mr. Stocker served on many com- 
mittees when the National Automobile 
Underwriters Association was organ- 
ized, and at present is a representative 
on the Eastern Regional Automobile 
Committee. He also has been active in 
committee work in the Inland Marine 
Bureau and has, in the past, written 
aricles-on inland marine insurance for 
various insurance publications. He is a 
charter member of the Automobile Un- 
derwriters Club and was_ twice its 
president, once in 1926 and again in 
1943. 

Robert C. Angus 

Born and educated in bain’ York City 
and having specialized in accounting at 
the New York School ae Accounting, 
Mr. Angus began his insurance career 
with the Northern Assurance Co. in Oc- 
tober, 1917, becoming assistant cashier 
shortly thereafter. In 1924 he was given 
the title of chief accountant, and on 
January 1, 1936, he was made United 
States branch secretary and treasurer. 

Mr. Angus has always been keenly 
interested in tabulating and other me- 
chanical equipment and the application 
of such equipment to fire insurance 
accounting and statistics. He has helped 
many agents solve their accounting and 
office problems. 

In 1934 and 1935 Mr. Angus served 
as president of the Insurance Account- 
ants Association, and since 1941 he has 
been a member of the committee on uni- 
form accounting of the National Board 
of Fire Underwriters. He was one of 
two representatives of stock fire insur- 
ance companies on the All-Industry 
Committee on Uniform Accounting, 
which committee was organizd in 1949 
Angus still serves on that committee. 

For several years he has lectured on 
fire insurance accounting and statistics 
in insurance courses conducted by the 
Insurance Society of New York. He is 
a member of the New York City Pond 
of Blue Goose, the Insurance Society 
of New York, the Drug and Chemical 
Club, and is a life ~~" of Mizpah 
Lodge No. 738 F. & A 

Stanley R. aia 

Born in Chicago, Mr. Clausen began 
his business career in the city of his 
birth. His first position was with the 
American Eagle Fire as a clerk. In 
1926 he became an inland marine under- 
writer with that company, and was 
transferred to the field several years 


(Continued on Page 24) 
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Dr. Ralph H. Blanchard of Columbia 


Gives Views on Insurance Education 


In Charge of Insurance at Graduate School of Business He 
Says Primary Aim Is to Give Understanding of Unifying 
Principles and Problems to Future Executives 


Dr. Ralph H. Blanchard, Professor 
of Insurance at Columbia University, is 
in charge of insurance education in the 
Graduate School of Business. Having 
formulated, administered and taught the 
insurance courses at the School since 
their inception, Mr. Blanchard is one 
of the School’s “elder statesmen.” But 
his activities are not confined to the 
academic field. Recognized and con- 
sulted by nationwide insurance groups 
as an expert in the field, he was recent- 
ly named to the five-man Board of 
Insurance Advisors under a directive of 
Ei. of Defense George C. Mar- 
shall. 


Other governmental agencies have 


used, and are now using, his services. 





PHILIP YOUNG 
Dean of Columbia Graduate 
School of Business 


Among them are the Social Security 
Board and Administration, for which he 
acted as consultant in 1936-37 and since 
1942, and for which he prepared a 
Survey of Accident and Health Insur- 
ance with the cooperation of the com- 
panies writing that business. He was a 
member of the Advisory Committee on 
Insurance of the U.S. War Department 
from 1941 to 1945, and has also been 
consulted by the Treasury Department. 


Long Teaching Career 


His teaching career began when he 
returned to Dartmouth College, where 
he had received his A.B., as assistant 
in Economics in 1911. The following 
year he was. named Harrison Fellow 
at the University of Pennsylvania, and 
remained there until 1917 as assistant 
and Instructor in Insurance at the 
Wharton School. Joining the Columbia 
University School of Business the same 
year as instructor, he attained the rank 
of full professor in 1927, His compre- 
hensive study of the insurance field and 
its problems has yearly brought him 
increased responsibilities and recognition 
from insurance groups. He served as 
Educational Director of the Insurance 
Institute of Hartford in 1917-18; as con- 
sultant to the Teachers Insurance and 
Annuity Association in 1926; as insur- 
ance adviser to the Commission to Study 
Compensation for Auto Accidents in 
1929-31; as vice president in charge of 
the Insurance Division of the American 
Management Association in 1939-40, as 
director from 1940 to 1943, and from 


1946 to 1949; as adviser to the Commit- 
tee on Fire Insurance Rates in 1939- 
42; and as a member of the Reunion 
Internacional de Tecnicos Aseguradores 
in Spain in 1947. 

He is at present a member of the 
Administrative Board of the S. S. 
Huebner Foundation for Insurance Edu- 
cation; a Fellow and past President of 
the Casualty Actuarial Society; a Fellow 
of the Insurance Institute of America; 
a member and past President of the 
Paiiffican Association of University 
Teachers of Insurance, a director and 
chairman of the General Educational 
Committee of the Insurance Society of 
New” York, as well as a member of the 
Insurance Library Association and the 
Fire Underwriters Association of the 
Pacific. 

He has contributed numerous articles 
and reviews on insurance, and in 1949 
prepared a Dictionary of Insurance 
Terms for the Chamber of Commerce 
of the United States. At the present 
time, he is editor of the McGraw-Hill 
Insurance Series in which eighteen titles 
have appeared, including Maclean’s Life 
Insurance, Mowbray’s Insurance, and 
other widely used texts. Obviously this 
is no ivory-towered academician. 

Soft-spoken but with practical realism, 
Mr. Blanchard outlines his often-listed 
course of study as (1) hazards and 
prevention, (2) the insurance mechanism, 
(3) contracts and adjustments, (4) in- 
surers (including self-insurance), (5) 
agency and brokerage, (6) theory of 
probability, (7) rates, (8) reserve, (9) 
underwriting, (10) financial statements, 
(11) investments, (12) organization of 
insurers, (13) state regulation, (14) use 
of insurance by insured, and (15) social 
insurance. 


Scopes of Insurance Courses 


With this group of functional svjects 
as the basis, the insurance courses at 
Columbia attempt to cut across the vari- 
ous branches of the insurance business. 
And since these functional subjects are 
common to all branches of insurance, 
the student receives a broad, general 
background. What is equally important, 
he receives training in “insurance think- 
ing.” Insurance terminology, procedures 
and past history of a problem are part 
of the teaching process, but are pre- 
sented because they are necessary to 
reach an understanding of the whole, 
not as ends in themselves. 

It has long been Mr. Blanchard’s 
belief that the student looking for what 
is usually thought of as “practical” in- 
surance education should not seek it 
at the university. Training for the per- 
formance of practical tasks can best be 
carried out in the office, or in company 
training schools. However, an under- 
standing of the unifying principles and 
problems of the entire insurance field 
is a necessity to the man or woman 
who hopes to become a successful insur- 
ance executive, and the imparting of 
that understanding is the primary aim 
of the Graduate School of Business in- 
surance department. 

As Mr. Blanchard stated in an address 
before the Fire Underwriters Associa- 
tion of the Pacific, “I prefer to think 
of [insurance] education as an effort to 
help persons to understand insurance 
and the insurance business, to gain a 
comprehension of its individual parts 
and of their functional relationship in 
the working whole. It is a mental proc- 
ess, the laying of a foundation for accu- 
rate thinking about insurance problems. 

“Training is the development of skill 
through personal instruction. It may or 
may not carry with it some education 


DR. RALPH H. BLANCHARD 
Professor of Insurance 
Columbia Graduate School 


value, some enhancement of the power 
of clear thinking. It is instruction in 
doing a job, it does not raise questions 
but lays down definite procedures.” 

The various branches of insurance are 
discussed and studied in relation to the 
over-all problems of the field, thus giv- 
ing the student a broad background for 
whichever branch he may enter. And, 
since the Columbia insurance courses 
are on the graduate level, insurance ed- 
ucation at the University is primarily 
for the potential executive, whether in 
the insurance business or in businesses 
using insurance, the man who will be 
called upon eventually to make decisions 
in matters of judgment and _ policy, 
rather than perform routine tasks, how- 
ever important those tasks may be. 

It is Mr. Blanchard’s belief that in- 
surance education should offer (1) a 
method of approach to a problem that 
comes from viewing it as something to 
be solved rather than merely learning 
what already has been done about it; 
(2) a sense ot the whole field and of the 
relationship of the units to it; (3) a 
conception of the ideal solutions of 
insurance problems toward which one 
should strive in full consciousness of 
practical limitations; and (4) an ability 
to bring to bear on the development of 
his own particular field the thinking and 
accomplishment in other branches of 
the business. 


General Survey Course 


Not overlooking the needs of the un- 
dergraduate, Columbia offers, in its 
School of General Studies, a general 
survey course covering fire, casualty, 
marine, life, and social insurance. This 
course, given by Oscar Serbein, requires 
30 points of college work or equiva- 
lent working experience which may or 
may not have been acquired in the 
insurance field. Mr. Serbein’s course 
has proved to be of interest not only 
to men and women who wish to enter 
those 


the insurance field, but also to 
now in insurance or other businesses 
who wish a broader knowledge. 

Before coming to Columbia in 1947, 


Mr. Serbein taught at the University of 
Iowa, where he had received his A.B. 
in 1940 and his M.S. in 1941. He was 
employed by the Metropolitan Life In- 
surance Company before entering the 
U.S. Army Air Force. After his dis- 
charge from service with the rank of 
Major, he became a member of the 
Columbia staff. 

In the November 24, 1950, issue of 
The Eastern Underwriter there was pub- 
lished a lengthy article on the history, 
purpose and personnel of the Columbia 
Graduate School of Business under 
Dean Philip Young. This article also 
outlined the close relations of the school 
with insurance, finance and _ business 
executives. 
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Nominations for National Board 


Fire Safety Awards Being Accepted 


Newspapers and radio stations which 
have rendered outstanding public service 
in the field of fire prevention during 
1950 will be honored by the National 
Board of Fire Underwriters, which is 
now accepting nominations for its an- 
nual Gold Medal Awards. 

A daily newspaper, a weekly news- 
paper, and a radio station will each re- 
ceive a bold medal, or $500 in cash, in 
recognition of community services in 
fire safety. 

Nominations may be 
chiefs, city officials, officers of local busi- 


made by fire 


ness or civic organizations, fire safety 
councils, or other individuals or- groups. 
February 19 Deadline 


The nominations, which must be ac- 
companied by a scrap book or some 
demonstrating the work 
done by the newspaper or station, 
should be mailed before February 20, 
1951. 

Full details concerning the awards are 
available in brochures which are now 
being mailed to all newspapers and radio 
stations, chambers of commerce, safety 
councils, fire chiefs, and local insurance 
boards. 

A campaign which won the 1949 Go!d 
Medal Award for the Big Sandy (Mont.) 
Mountaineer was recently credited with 
saving the lives of at least ten guests 
in a blazing hotel. The newspaper pub- 
lishers raised $1,800 to buy a surplus fire 
truck from the forest service, and an 
additional $7,600 for other equipment 
and facilities. This equipment was used 
in holding the hotel blaze to four rooms 
while volunteers tescued at least ten 
guests who had been trapped by smoke 
and flame. 

The 1949 Gold Medals were also 
awarded to The Pottstown (Pa.) Mer- 
cury, a daily newspaper which assigned 
staff members to draft an up-to-date 
85-page fire code for the city and cam- 
paigned successfully for its adoption, 
and to Radio Station KANS of Wichita, 
Kan., which enrolled 2,000 listeners in 
a KANS Fire Brigade in a voluntary 


other exhibit 





Saskatchewan Ins. Office 
Withdraws From Alb>ria 


Plans for the Saskatchewan govern- 
ment to try and sell its government- 
owned scheme elsewhere in Canada are 
reported to be definitely abandoned as 
a result of latest developments in Al- 
berta. The government’s Saskatchewan 
Insurance Office now finds itself barred 
in five Canadian provinces, with little 
likelihood that it can expect for any 
warmer reception east of Ontario. 

There were strong hopes that in 
neighboring Alberta (where a_ socialist 
government—called the Social Credi- 
tors—is in power) the more socialist 
C.C.F. group of Saskatchewan might 
at least get a foothold. Now, however, 
due to lack of support and cooperation 
from the Social Creditors, it has been 
announced that the Saskatchewan Gov- 
ernment Insurance Office has w'thdrawn 
from the guarantee field. The an- 
nouncement appears in the Alberta 
Gazette, official organ of the Alberta 
government. 


SOUTH CAROLINA DIVIDEND 

The South Carolina Insurance Com- 
pany, organized in 1910 by Edwin G. 
Seibels and John J. Seibels, has de- 
clared a regular semi-annual dividend 
of 35 cents a share, plus a_ special 
dividend of 10 cents a share. The com 
pany started paying dividends in 1916 
and has paid dividends every year since 
that time, officials stated. 





movement to inspect homes and other 
buildings. 

Nominations, accompanied by exhibits, 
should be sent to Gold Medal Awards, 
National Board of Fire Underwriters, 
85 John Street, New York. Judging will 
be done by impartial experts active in 
the press and radio fields. 


American Field Changes in 


Tenn., Okla. and Kentucky 


The American Insurance Group of 
New Jersey announces appointment of 
Ezekiel B. Gaines, Jr., as special agent 
for Tennessee, assisting Special Agent 
Macon R. Crocker. Mr. Gaines gradu- 
ated from the University of Georgia in 
1949, and then joined the American at 
the home office in Newark. He has 
his headquarters in the Stahlman Build- 
ing, Nashville. 

William S. Andrus is now state agent 
for Oklahoma, replacing Fred Warne- 


munde, Jr. He is well grounded in the 
insurance business, having had training 
as an examiner, adjuster and fieldman 
for another company, traveling Okla- 
homa. Field headquarters will be con- 
tinued in the City National Bank Build- 
ing, Oklahoma City. 

Charles L. Jones, Jr., has been ap- 
pointed special agent for Kentucky, as- 
sisting Special Agent H. Pell Brown. 
Mr. Jones studied at Michigan State 
University and graduated from Ran- 
dolph Macon College. In 1949 he joined 
the American at the home office in 
Newark. Mr. Jones will make his head- 
quarters at Lexington. 
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America Fore national advertising 


in 1951 will stress the importance 


of the insurance agent—call atten- 


tion to the coverages needed for 


sound protection — inform the public 


of the strength and integrity behind 


America Fore policies. 


Represent an America Fore company and 


benefit from our big national advertising cam 


paign—our hard-hitting sales promotion! 









ee advertisements are currently 
appearing in 
© THE SATURDAY EVENING POST 
© LIFE 
© COLLIER’S 
eo TIME 
© NEWSWEEK 
© COUNTRY GENTLEMAN 
e SUCCESSFUL FARMING 
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Gordon L. Ingebritson 
Joins National Board 


ADJUSTER 


GENERAL 


ASSISTANT 


Formerly General Adjuster at Chicago 
Office of Western Adjustment Co.; 
Will Assist Sherwood 


Gordon L. Ingebritson, formerly gen- 
eral adjuster of the College office of 
the Western Adjustment and Inspection 
Company, has been appointed assistant 
general adjuster of the National Board 
of Fire Underwriters. Mr. Ingebritson 
has had wide experience in organizing 
and supervising catastrophe operations 
in areas where destructive hail and 
windstorms have caused heavy losses. 

“We are indebted to the Western 
Adjustment and Inspection Company for 
making his services available to us,” 

E. Mallalieu said last week. “We 
are certain that Mr. Ingebritson will 
be a valuable assistant to our general 
adjuster, Donald B. Sherwood, in ex- 
pediting payment of claims to victims 
of disasters, and in his other duties.” 


Native of Wisconsin 


A native of Wisconsin, Mr. Ingebrit- 
son was graduated from the University 
of Wisconsin with a Ph.D. After his 
graduation he was associated with the 
General Motors Acceptance Corpora- 
tion, and was serving that organization 
as territorial manager before joining the 
Western Adjustment and_ Inspection 
Company in 1936. 

After service in World War II as a 
pilot, Mr. Ingebritson became assistant 
inland marine and aviation superintend- 
ent in the Chicago office of the organi- 
zation. He later became head office 
general adjuster, the position he held 
before joining the National Board. 

Mr. Ingebritson is a Legionnaire, a 
past commander of his Chicago Ameri- 
can Legion post and an associate mem- 
ber of the Loss Executives Committee. 


Illinois Fire Rate Changes 
Cut Premiums $5,300,000 


Insurance Director J. Edward Day of 
Illinois, has announced approval effec- 
tive December 20, of reduced fire rates 
which are estimated to save policyhold- 
ers of the state approximately $5,300,000, 
on an annual basis. Reductions have 
been granted in rates filed by the Cook 
County Inspection Bureau and the Illi- 
nois Inspection Bureau. Members and 
subscribers to these bureaus comprise a 
majority of the companies writing such 
business in the State. 

Building and contents rates on dwell- 
ings, flats and apartments, private and 
boarding room houses, nurses and _sis- 
ters homes, chapters, fraternity and s 
rority houses, private garages, private 
stables out buildings and similar risks 
have been reduced from 12 to 20% re- 
sulting in establishing annual savings to 
policyholders of approximately $2,500,000. 

There also has been a general reduc- 
tion in fire rates in addition to other 
changes in rules and forms to the ad- 
vantage of insurers of farm properties. 
Annual premium savings on farm prop- 
erties is estimated at $400,000. 

In addition to these reductions 
throughout the state, the rate increases 
that were made applicable to certain 
classes in Cook County on September 
17, 1947, are rescinded with an estimated 
annual savings of $12,400,000. 

All policyholders whose coverage is on 
an annual basis will receive the benefit 
of the new rates upon renewal. Policies 
written for periods in excess of a year 
will receive benefit of the new rates 
only if they have been in effect 45 days 
or less. 


of West Palm 


c Beach, 
has obtained a charter from the 
Secretary of State to handle all types 


Tradelco, Inc., 
Fla., 


of insurance. Authorized capital stock 
is 100 shares, par value $100 each. Di- 
rectors are Frank Myers, Walter E. 
Travers and Lillian Crosby. 


Deviation Appeals in Pa. 
Do Not Bar New Rates 


The Pennsylvania Department of 
Justice has ruled that deviation filings 
under the state’s insurance rating laws 
go into effect within a maximum of 30 
days unless disapproved by the Insur- 
ance Commissioner. Appeals by other 
companies objecting to the rate changes 
will not halt the new rates unless the 
Commissioner acts. The opinion, writ- 
ten by Deputy Attorney General R. B. 
Umsted, states that on rate filings which 


JEWELS 
AND 


FURS 


CHRISTMAS 


are not deviations the Commissioner 
may extend the waiting period an addi- 
tional 30 days to a total of 60 days. 
Notice of hearing prior to the effec- 
tive date will not postpone such date 
and if the Insurance Commissioner sub- 
sequently disapproves a rate he must 
designate a “future non-effective” date. 
On deviation filings the opinion said: 
“We must conclude that deviations 
filings become effective automati- 
cally unless disapproved by the Com- 
missioner within 30 days. There is no 
expressed or implied authority in this 





oa 
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law which would permit the Insurance 
Commissioner, in the case of deviation 
filings, to extend the waiting period for 
30 days (as in the case of new filings.) 


$10,292,722 QUEBEC FIRE 


The official fire loss, in the con- 
flagration which almost levelled the 
Quebec town of Rimouski last May was 
$10,292,722, according to a report issued 
by provincial premier Maurice Duplessis. 
The premier reveals that insurance cov- 


ered $1,828,222 of the loss. 
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Greater N. Y. Brokers’ Assn. Formed 
With Pohs and Halpern as Top Men 


insurance brok- 
the Greater 


Forniation of a new 


ers’ association known as 
New York Insurance Brokers 
yesterday 


Associa- 
was announced 
4) following a meeting of its 
which all or- 


tion Inc. 
(January 
officers and directors at 
ganizational details were completed. 
Herbert J. insurance broker 
and director of the Institute of 
Insurance in New York City, 
ed president of the new organization. 
Associated with him will be State 
Senator Seymour Halpern (R. Queens; 
as chairman of the board; Hugh Quinn, 
New York City councilman and Queens 
insurance broker, as first vice president 
and legislative committee chairman; 
Vincent Marcellino, Brooklyn insurance 
broker, as second vice president; Joseph 
H. Johnston, Jr., vice president, Oake- 
ley, Vaughn & Johnston, Inc., as third 
vice president; Nat Lubin of James A. 


Pohs, 
Pohs 
was elect- 





SENATOR SEYMOUR HALPERN 


Phillips, Middie Village, L. I., as treas 
urer. 
Senator member of the 
New York legislature since 1941, is 
chairman of the joint legislative com- 
mittee on motor vehicle problems and 
also serves on the joint legislative com- 


Halpern, a 


mittee on insurance rates and regula- 
tion. 
In a joint statement issued by Presi- 


dent Pohs and Board Chairman Halpern 
it is explained that the new association 
was conceived to provide a city-wide 
brokers’ group which will be alive to 
legislative, educational and _ industry 
problems affecting insurance producers. 
At the present time, the statement 
points out, city-wide efforts have been 
de-emphasized in favor of'local groups. 
“We come into the field with a well 
planned program of activities and a 
fresh approach to the problems of the 
producer and the industry. We are not 
limited by past association tradition or 
practice,” the officials stated. 

Granted a charter early in December, 
1950, the new association will be open 
to membership of both brokers and 
agents. The annual dues will be $10. 


Fisher Studio 
HERBERT J. POHS 
A low cost, non-cancellable accident 
and health policy will become available 
to charter members without evidence 
of insurability when minimum under- 
writing requirements have been met. 
To Sponsor Educational Forums 


The association will sponsor, annu- 
ally, approximately seven special for- 
ums on vital insurance subjects. Most 


of these forums, it is pointed out, will 
be open to members of the association 
only. They will feature outstanding 
insurance experts, especially qualified 
in their fields, and will be designed to 
constitute a practical refresher course 
for producers. 

Declaring that close study of the New 
York legislative scene will be a major 
fnction of the association, Messrs. Pohs 
and Halpern announced that New York 
City Councilman Hugh Quinn has been 
appointed chairman of the legislative 
committee. Mr. Quinn will appoint the 


members of his committee in the near 
future. 
The association now has under con- 
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Canadian Federation 

Of Agents Expanding 
MEMBERSHIP OF NINE ASSNS. 
Some Road Blocks Still Remain Stand- 


ing in British Columbia and Ontario, 
d’Auteuil Reports 





The year 1950 saw a substantial im- 
provement in the membership drive of 
the Canadian Federation of Insurance 
Agents, which is seeking control of the 
agency forces across Canada. This 
despite the fact that a number of -road 
blocks still remain standing in British 
Columbia and Ontario. Membership in 
the Federation, at last report, includes: 

Nova Scotia, Halifax General Agents’ 
Association; New 3runswick, New 
Brunswick Insurance Agents’ Associa- 
tion; Quebec, Insurance Brokers As- 
sociation of Quebec; Ontario. Toronto 
Insurance Conference; Manitoba, Insur- 
ance Agents Association of Winnipeg 
(tariff and non-tariff grouns): Insur- 
ance Agents Association of Brandon; 
Saskatchewan, Insurance Agents’ As- 
sociation of Regina; Alberta, Medicine 
Hat Agents’ Association; British 
Columbia, British Columbia Agents’ 
Association. ; 

In connection with the last-named 
province and western Canada, new de- 
velopments are reported by J. C. 
d’Auteuil, executive vice president of 
the Canadian Federation. In his report 
on this year’s activities, he suggests 
that still another group of agents are 
opposing the plans which would give 
the federation control over all Canadian 
agents. Mr. d’Auteuil’s report on 
British Columbia is as follows: 

“Under the direction of the Dominion 
Board, the British Columbia Underwrit- 
ers” Association made application for 
incorporation last December, which in- 





sideration several important proposals 
which it intends to sponsor in the com- 
ing legislative session. 

iding in the association’s adminis- 
trative functions will be Morris B. 
Kessler, well known insurance attorney, 
as counsel; Max Arje, certified public 
accountant, audit and budget; and S. 
Duane Lyon, Inc., public relations 
counsel, handles publicity for such well 
known companies as Dale Carnegie, 
Inc., Grandview Dairy and Cardinal 
Ties. 

The association’s membership com 
mittee, headed by Harvey C. Olson, 
vice president of Oakeley, Vaughn & 
Johnston, is preparing a wide campaign 
to get members throughout the city. 

Concluding their joint statement, 
Messrs Pohs and Halpern said: “In 
the accomplishment of the association’s 
objectives it is our intention to cooper- 
ate with the Insurance Brokers’ Asso- 
ciation of New York, Inc. In maintain- 
ing close liaison with that organization, 
we will insure, wherever possible, a 
common front and the united strength 
of insurance brokerage firms and indi- 
viduals, large and small.” 

Those interested in additional infor- 
mation on the association or in obtain- 
ing membersiiip i idanks.. were urged to 
phone the association’s offices—BArciay 
7-6789. The association is located at 
132 Nassau Street, New York City. 
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cluded a new constitution that was ob- 
jected to by the British Columbia 
agents falling under the jurisdiction of 
the tariff organization. After two of- 
ficial protests were made and _ before 
the application received formal sanction 
at Ottawa, a brief presented by the 
Vancouver Agents’ Association, Vic- 
toria and New Westminster protesting 
against this incorporation was made at 
Ottawa to the Secretary of State. 

“We understand that a similar re- 
quest was also presented for the West- 
ern Canada Agents’ Association (em- 
bracing agents’ groups in the three 
Prairie provinces). It is understood that 
the Secretary of State has initiated in- 
quiry to the Combines Act Commission- 
er regarding this matter and meanwhile 
has instructed that no proceedings in 
connection with the application for 
charter be taken.” 

At the same time it 
no success has been met in_ bringing 
the Ontario Insurance Agents’ Asso- 
ciation into the fold, although this group 
is considering the move. 


Gordon F. Purtell Joins 


Associated Agencies, Inc. 
Associated Agencies, Inc., Chicago in- 
surance firm, has appointed Gordon F. 
Purtell as account executive, it is an- 
nounced by Max Robert Schrayer, vice 
president of the company. 

Mr. Purtell, who has been insurance 
manager of the American National 
3ank & Trust Co. of Chicago since 
1935, is leaving the bank to accept the 
new appointment. He will assist in the 
servicing of direct agency production. 

Director and former president of the 
Mid-West Insurance Buyers Associa- 
tion, Mr. Purtell is a past president of 
the Chicago chapter of the American 
Institute of Banking. 


is revealed that 


Brooklyn College Brokers’ 
Course Registration High 


Registration for the next semester 
of the insurance broker’s course given 
by Brooklyn College Adult Education 
Division is running ahead of last term, 
which itself was over 100% larger than 
the previous semester. Two sections are 
open both preparing for the June 
1951 insurance broker’s license exam- 
ination. Classes are held on Monday 
and Wednesday evenings, beginning 
January 8 and on Tuesday and Thurs- 
day evenings, beginning on January 9. 
Tuition for the complete course, which 
is approved by the Insurance Depart- 
ment of New York State and by the 
Veterans Administration, is $50. 





CLEVELAND BOARD TO MEET 

The Insurance Board of Cleve’and 
will hold its annual meeting January 10. 
State Director of Commerce R. L. 
Moulton and Superintendent of Insur- 
ance W. A. Robinson, Columbus, will 
be speakers. 
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" OU have killed my husband!” The 

anguished cry broke the stillness of 
the Pottawattomie village on Lake Mich- 
igan where Madeline and Joseph Lafram- 
boise were spending the night. Enraged at 
the fur trader’s refusal to give him liquor, 
Nequat, a young brave, had stolen into 
their tent and slain the devout Joseph as 
he knelt in prayer. 

The Pottawattomies who were outraged 
by the wanton murder of their trusted 
friend eventually captured Nequat and 
brought him to Madame Laframboise for 
judgment. Though she was the granddaugh- 
ter of Returning Cloud, famous Ottawa 
chieftain, she followed the Christian faith 
of her French father and even when con- 
fronted by the slayer of her beloved hus- 
band, she heeded the Biblical admonition to 


> 


forgive one’s enemies. “Set him free,” she 
told Nequat’s captors. The Indians reluc- 
tantly obeyed but later Nequat was found 
in the forest with a knife through his heart. 


Madeline had traveled with her fur 
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trader husband ever since she 


married him in 1796 at the age 
of seventeen. Through the wilds 
of early Michigan and over the 
waters of Lake Huron to the 
great fur depot on Mackinac 
Island, for many years the couple 
carried on their business together. 
Because of Joseph’s acumen and 
his wife’s tact and understanding 
of the Indians they were out- 
standingly successful. After her 


husband’s 


death, despite her > 
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overwhelming grief Madeline continued the 
work alone. A woman of great charm and 
enterprise, she became one of the North- 
west’s greatest fur traders. 

As the years went by, Madeline’s daugh- 
ter Josette returned from school in Mon- 
treal and like her mother captivated all by 
her loveliness. In 1817 Josette was married 
to the commandant of Fort Mackinac, Cap- 
tain Benjamin Pierce, brother ot Franklin 
Pierce who became President. At the wed- 
ding, Madame Laframboise, wearing In- 
dian attire, was a striking figure. 

The young couple made their home on 
Mackinac Island and here Captain Pierce 

built a house for his mother-in-law. Josette’s 
untimely death after four years of married 
life, followed by that of her little son, im- 
pelled Madame Laframboise to give up her 
work as a fur trader. Settling down in her 
home on Mackinac, she spent her time 
helping the less fortunate and, in particular, 
befriending the Indians, who called her 
“Little Mother.” She had always spoken 
French like a Parisian and in middle age 
she taught herself to read and write the 
language fluently. 

Beneath the altar of St. Amne’s Church, 
which stands on the property she be- 
queathed, Madeline Laframboise and Jo- 
sette are buried. Her island home is now 
privately owned. Surrounded by ancient 
lilac trees planted by missionaries who 
brought the seedlings from France, it is 
carefully preserved as a survival of Mich- 


igan’s early days. 


The Home, through its agents and brokers, is 
America's leading insurance protector of Amer- 


ican bomes and the bomes of American industry. 
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Bohlinger on “Confiscation” and 
Adequacy of Rates of Escott Plan 


As published in these columns last week 
Superintendent Alfred J. Bohlinger of the 
New York Insurance Department issued a 
lengthy decision “gs ng the legality of 
the “Escott Plan” for rating multiple lo- 
cation risks. In that decision he dealt with 
numerous arguments raised in objection to 
the plan, discussed them thoroughly and 
stated why the Department does not be- 
lieve them to be persuasive. Two problems 
were those of the issue of confiscation and 
the standard of adequacy. These were 
touched on briefly last week, but herewith 
are longer extracts from Supt. Bohlinger’s 
decision on these particular subjects: 


Issue of Confiscation 


The appellants (opponents of Escott 
plan. Ed.) urged that the operation of 
the plan was illegal in that the rates re- 


sulting under it were confisc atory and 
hence in violation of the due process 
clauses of the State and Federal Con- 


The plan is designed to allow 
losses and claim adjustment 
The appellants contend that 
since this ratio plus the average expense 
ratio of the fire insurance business 
for expenses other than loss adjustment 
expense (44.7% in 1948) plus a reason- 
able allowance of 6% for profit and 
catastrophes totals 105.7%, the premium 
that would be produced by the plan is 
inadequate and therefore, confiscatory. 

It should be noted that the expense 
ratio used in arriving at this conclusion 
is the average expense ratio of all stock 
fire insurance companies entered in the 
State of New York for all classes of 
fire insurance business. No attempt was 
made by the appellants to show that 
the resulting rates would be confiscatory 
appellant companies or any 
proof of the situation 
in respect to one company or one group 
of companies. In this respect the re- 
spondents have failed to meet the burden 
that the rates are confisca- 


Insurance Company v. Hyde, 
440, 72 L. Ed. 357. The cited 
establishes that confisca- 
proven indi- 
raising the 


stitution. 
55% for 


expense. 


as to the 
one of them by 


of proving 
tory. 

gree: 
ao US 
case haueely 
tion must be pleaded and 
vidually by the company 
issue. The case of Jordan v. American 
Eagle Fire Insurance Company, 169 F. 
2d 281, does not alter this holding. 


Plan Not Compulsory on Opponents 

It should be pointed out that the con- 
fiscation argument in rate cases is based 
on the theory that government regula- 
tion producing an _ inadequate _ rate 
amounts to a taking of the regulated 
companies’ property without due process 
of law. This is particularly true in the 
case of public utilities and common car- 
who must furnish their services 
at the regulated rate. In weighing this 
argument it must be remembered that 
the use of the plan is in no way com- 
upon the appellant companies. 
They may abstain from the writing of 
this type of business (as do other fire 
insurance companies) or they may write 
the business under a plan of their own 
under any one or more of the alterna- 
tives discussed previously. 

Their property and assets are in no 
way taken from them nor put to public 
use without their consent. The fact that 
they may lose business to competitors 
does not amount to the confiscation for- 
bidden by the due process clauses. 


riers 


pulsory 


Even assuming the rates were con- 
fiscatory as to those companies which 
do not complain of the plan, this fact 


would not furnish a basis for complaint 


by the appellants. “Companies whose 
constitutional rights are not infringed 


may not better their pusition by urg- 
ing the cause of others.” (Aetna Insur- 
ance Company v. Hyde, supra.) 
Savings in Costs 

As indicated, the expense ratio relied 
on by the appellants is for all classes 
of fire insurance business. The appel- 
lants made no attempt to prove the 





expenses attributable to multiple loca- 
tion business. There was opinion evi- 
dence by certain witnesses that the cost 
of handling multiple location business 
was at least equal to the cost of han- 
dling fire insurance business generally. 

This evidence viewed in the light of 
contradictory evidence introduced by 
other witnesses fails to sustain the posi- 
tion of the appellants. It is my finding 
that the cost of handling multiple loca- 
tion business is less than the cost of 
handling fire insurance business other 
than multiple location. In absence of 
substantial proof of the expenses al- 
locatable to the business covered by the 
rates under attack, the appellants have 
failed to sustain their burden of proof 
on the issue of confiscation. (Ameri- 
can Toll Bridge Company v. Railroad 
Commission, 307 U.S. 486, 83 L. Ed. 
1414; 3altimore & Ohio Railroad Com- 
pany v. U.S., 298 U.S. 349, 372, 80 L. 
Ed. 1209, 1226.) 

It has been urged by the appellants 
that in any event if the plan were to 
permit the competitors to sell insurance 
at inadequate rates this would amount 
to an unfair method of competition. In 
view of the finding made herein that the 
rates produced by the plan are not in- 
adequate, this point is without substance. 

I, thereforé, find against the appel- 
lants’ contention that the plan is con- 
fiscatory and violative of the appellants’ 
constitutional rights not to be deprived 
of their property without due process of 


law. 
Standard of Adequacy 
To summarize the various standards 
contained in the law, rates must be 
adequate, reasonable and they must not 
be either excessive or unfairly discrim- 


inatory. 
The (Escott) plan is designed to pro- 


duce rates, and premiums resulting 
therefrom, ‘sufficient to pay all losses, 
all expenses and leave a_ reasonable 


margin for profit. The figure of 55% is 
selected as a permissible loss ratio. This 
figure includes expense for claim ad- 
justments. The claim adjustment ex- 
pense may be approximated at around 

2.7%. This therefore provides 52.3% 
of the total premiums for payment of 
losses. 

The figure of 55% appears to be a 
judgment figure selected by the authors 
of the plan. The 52.3% resulting for 
losses compares with the 47%% per- 
missible loss ratio used in general rate 
revisions in New York and the 50% 
figure that is sometimes considered as 
a rough sort of “break-even” point in 
the fire insurance business. The dif- 
ference is an attempt to give general 
recognition to the lower acquisition and 
other expenses incident to -this type of 
business as compared with fire insur- 
ance generally. 

After subtracting the 52.3% men- 
tioned above, the 47.7% remains. It ap- 
pears that the figure of 6% is conceded 
to be a reasonable allowance for profit 
and the catastrophe element. Subtract- 
ing the 6% from 47.7% leaves 41.7% 
of the premium dollar for the payment 
of all expenses attributable to this class 
of business. Data presented on behalf 


of the appellants showed an expense 
ratio of 47.5% as the average for 1944 
through 1948 for all fire insurance writ- 
ten by companies licensed to do business 
in New York. 

In general rate revisions in past years, 
the Insurance Department has used an 
expense allowance of 49%. If, there- 
fore. the premium produced by the filing 
is to be adequate to cover expenses at- 
tributable to the business written under 
the filing, it must be on the theory 
that such expenses are less than ex- 
penses for fire insurance business gen- 
erally. 

Expense Areas 

The matter of a proper expense al- 
lowance for this type of business was 
explored at length at the 1948 hearings 
on the filing of October 28, 1948 and 


at the present hearings. The finding 
of Deputy Superintendent Walter F. 
Martineau contained in his decision of 


January 5, 1949 was that a proper ex- 
pense allowance was in the area of about 
34% to 39%. 

Considerable evidence was introduetd 
by the appellants for the purpose of 
showing that certain expenses attribu- 
table to this class of business were 
higher than that applicable to the “fire 
insurance business generally. 

Upon all the evidence I am of the 
opinion that the 41-42% figure provided 
by the plan under review is reasonable. 

In making this finding it is recog- 
nized that there are many judgment ele- 
ments entering into the establishment 
of a prceper expense allowance for a 
particular type of business within the 


grouping of fire insurance. Judgment 
inevitably must play a large part in 
such a determination until such time 


as cost accounting methods or special 
studies produce better and more reliable 
data on which to base expense allow- 
ances. 

Regulation 30 of this Department, de- 
signed to produce uniform classification 
of expense data, has been in effect 
only since January 1, 1949. Expense 
statistics produced under this regulation 
were not available at the time of the 
hearing. In any event, it should be 
remembered that Regulation 30 will not 
furnish an answer to expense problems 
of this type. 

The expense classifications created by 
Regulation 30 and the methods of allo- 
cation aeveloped under it may be help- 
ful tools to develop expense ratios for 
classes of business within a line insur- 
ance such as fire insurance or inland 
marine, but the expense exhibits which 
are currently the end product under 
Regulation 30 do not give expense 
statistics for classes of business within 
a line, 

Reliable Data Sought 

The evidence shows that since the 
decision of January 5, 1949, the Insur- 
ance Department has been endeavaging 
to obtain more reliable data concerning 
expenses attributable to business writ- 
ten under the forms which are the-sub- 
ject of this filing. Without reviewing 
all of the evidence covering these at- 


tempts, it is sufficient to say that the 
Department was unable prior to the 
time of the hearing. to make sat'sfac- 


tory arrangements for the cooperative 
gathering of such data and has had to 
embark on a unilateral study of its own, 
the results of which were not available 
at the hearing. 

In the absence of definitive statistics 
concerning expenses attributable to this 
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“Field”? Names Mallalieu 
As “Man of the Year” 


W. E. Mallalieu, general manager of 
the National Board of Fire Underwriters 
for the past 40 years, has been named 
The Insurance Field’s “Man Of The 
Year” in the fire and casualty business. 
The announcement was made by Fred 
C. Crowell, Jr., editor and publisher of 


the magazine, two days before Mr. 
Mallalieu’s retirement from the Na- 
tional Board. 

The annual award, published in The 


Insurance Field’s December 29 issue, was 
made to the 76-year-old board official 
on the basis of his contributions to the 
nation and the stock fire insurance busi- 
ness during the last 50 years. 

Describing his career as “probably the 
most distinguished record of trade asso- 
ciation leadership in the annals of the 
insurance business,” the magazine point- 
ed out that his contributions to the 
business were brought into sharper focus 
this year—the eve of his retirement— 
than at any other time. 





class of business, I have no recourse 
other than to base my decision on the 
best evidence available as contained in 
the record of the hearing. Should more 
reliable data become available in the fu- 
ture, the New York Fire Insurance 
Rating Organization should initiate any 
necessary changes indicated by the 
newer information. 

Since the plan is new it is impossible 
to predict with certainty that in its op- 
eration the 55% loss ratio will be 
attained. It is logical, however, to 
consider past experience under the forms 
which are the subject of the present 
filing. It is not known, for instance, 
whether the amount of ‘additional pre- 
mium to be obtained from the total 
surcharges created by the plan, will bal- 
ance the premium reductions obtained 
through the use of the credits under the 
plan. 

We do know, however, that during 
the years 1943 through 1947, inclusive, 
business written through the Interstate 
Underwriters Board on Forms 1 and § 
was written on a basis producing both 
debits and credits. The operation of 
this system during the years cited pro- 
duced a net credit for all accounts of 
12.7%. The loss ratio produced under 
this business was 53.8% for losses paid 
to premiums written despite the credit 
described. 

Rates Founded on Reasonable 
Assumptions 

We also know that due to the manner 
in which the figures were compiled ap- 
proximately the same ratio would have 
been produced for losses incurred to 
premiums earned. The evidence also 
showed that the loss ratio for Forms 1, 
2 and 5 (Form 2 is a seasonal form sim- 
ilar to Form 1 and has been discontin- 
ued) for the period 1932 through 1948 
was 54.2% for losses paid to premiums 
written. All of the above figures are 
countrywide figures. 

The 1932-1948 figure for New York 
State was 37%. While there was some 
evidence tending to show that the low 
ratio for the State of New York was 
due to errors by reporting companies in 
apportioning countrywide premium to 
this state, the appellants produced no 
data showing the amount of such error, 
the companies which had made the 
errors or the years to which such errors 
were applicable. 

In absence of such proof, I am of the 
opinion that some weight should be 
given to the compilations inasmuch as 
they are the product of regular reports 
by licensed insurers to the statistical 
agent of the New York State Insurance 
Department. 

On all the evidence, I am of the opin- 
ion that the filing does not tend to pro- 
duce rates which are inadequate or 
excessive and that it is founded on 
reasonable assumptions as to losses and 
expenses and provides a reasonable al- 
lowance for profit and catastrophes. 
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Trained and equipped to act 
in any emergency with no fear 
of falling down on the job, 
LOYALTY GROUP agents handle 
their problems with confidence. 
That confidence, reflected in all 
dealings with the public, builds 
successful agencies. Investigate 
LOYALTY GROUP facilities today. 
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Pacific Department: 220 Bush Street, San Francisco 6, Calif. 
Southwestern Department: 912 Commerce St., Dallas 2, Tex. 
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GAB Opens Three New 
Offices in Boston Area 


SALEM, WALTHAM 


BROCKTON, 


Percy Adjuster-in-Charge at Brockton, 
Cole Head at Salem and Collins 
at Waltham Office 

General Adiustment Bureau, Inc., an- 
nounces opening of three suburban of- 
fices better to serve adjusting needs of 
the insurance business in the greater 
Boston area. These offices are located 
in Brockton, Salem and Waltham, 
Massachusetts, and were opened on 
January 2, 1951. 

“ The Brockton office located in the 
Satucket Building, 157 Main Street, is 
headed by P. M. Percy as adjuster-in- 
charge. Mr. Percy, a_ graduate of 
Harvard University, joined the bureau 
in 1934 and has since been engaged in 
the adjustment of various classes of 
losses in the Boston territory. He will 
be assisted by a staff of four adjusters. 
The Brockton office will service losses 
in Norfolk County. except for the towns 
of Wellesley and Needham (which will 
be handled by the Waltham branch) 
and the town of Brookline (which is 
serviced by the Boston office). Brockton 
will also cover the northern section 
of Plymouth County. 

~ Cole and Collins Careers 

Kenneth J. Cole has been appointed 
adjuster-in-charge of the Salem office, 
located in the Perley Block Building, 
254 Essex Street. Mr. Cole’s insurance 
experience embraces some 30 years as 
adjuster and company representative. 
He joined the bureau in 1943 and served 
in the New Haven and Hartford offices 
before being assigned to Boston. Mr. 
Cole and his staff of three adjusters 
will service losses in the southern half 
of Essex County. The northern portion 
of Essex County will be serviced by 
the Lawrence branch office, as hereto- 
fore. 

The Waltham office will be located in 
the Newton Waltham Bank and Trust 
Company Building at 23 Moody Street 
and the adjuster-in-charge is J. T. Col- 
lins. Mr. Collins, a graduate of St. 
John’s University, was previously asso- 
ciated with the bureav in the metro- 
politan New Yorl office. Mr. Collins 
will be assisted by a staff of four 
adjusters. The Waltham office will 
service losses in Middlesex County, ex- 
cept the northeastern portion. The 
latter portion will be handled by the 
Lawrence office. In addition, Waltham 
will adjust losses in the towns of 
Wellesley and Needham in Norfolk 
County. 

The three new offices will operate 
under the jurisdiction of the Boston 
branch, located at 141 Milk Street. 
Walter V. Hatfield, manager of the 
Boston office, will supervise this terri- 
tory and the service of General Adjuster 
C. J. Kannair will be available at all 
times. 





Security Group Appoints 
Tobin Special in New York 


The Security-Connecticut Companies 
of New Haven announce appointment 
of David T. Tobin, Jr., as special agent 
in western New York St: ite with head- 
quarters at 500 Loew Building, Syra- 
cuse. Mr. Tobin succeeds State Agent 
William E. Donovan, who passed away 
suddenly in November. 

Mr. Tobin tarted his insurance 
career in the sacs office of the Security 
in 1939. In 1942 he entered the Army 
Air Corps where he served three years. 
He completed 30 missions over Europe. 





RAILROAD LOSSES REDUCED 





Thefts of Packages From Railroad 
Freight Nearly 50% Less in 1950 
Than in Same Period of 1949 
Theft of packages from _ railroad 
freight was almost 50% less in the 
first half of 1950 than it was in the 
corresponding period last year, Wil- 
liam T. Faricy, president of the Asso- 
ciation of American Railroads, reports: 
Pilfering from packages was reduced 
more than 55% in the same period, Mr. 

Faricy added. 

“These substantial reductions in 
claims paid for freight losses by the 
railroads in the first half of this year,” 
Mr. Faricy explained, “are due in 
large part to the marked increase in 
the efficiency of railroad police depart- 
ments in detecting and preventing theft 
of shipments in transit. 

The A.A.R. president said that be- 
sides losses due directly to theft, claims 
paid in the first six months of 1950 for 
losses of entire packages for which 
causes could not be determined were 
50% less than in the first six months 
of 1949. Losses of freight other than 
entire packages, the causes of which 
could not be determined, declined by 
more than 239% in the same period, he 
stated. 

In addition to this, Mr. Faricy pointed 
out, concealed loss, or articles claimed 
to be short from packages, which ap- 
peared to be intact when delivered to 
the consignee, declined by more than 
34%. 

“Railroad police and = special agents 
are located at more than 950 points 
throughout the United States and Can- 
ada,” Mr. Faricy declared, “and _ their 
integrity is attested to by their accep- 
tance by and their close cooperation 
with city and state police and govern- 
ment agencies, as well as their high 
standing with the courts.” 


COMMERCIAL UNION | CHANGES 





Seedyke Secretary of British Cos. and 
Asst. Secretary American Cos.; 
DeMatteis Chief Accountant 
H. W. Miller, United States manager 
of the Commercial Union Group, an- 
nounces appointment of C. J. Seedyke, 
formerly chief accountant, as a secretary 
of the British companies of the group 
and as an assistant secretary of the 
American companies of the group. Mr. 
Seedyke succeeds J. B. Connell, who re- 
tired from active duty as of Decem- 

ber 31. 
E. L. DeMatteis will replace Mr. 
Seedyke as chief accountant of the 
group. 


Rating Bureau Refuses to 


File Chubb Plan in Mass. 
The New England Fire Insurance Rat- 
ing Association at Boston has refused to 
file the deductible fire insurance plan of 
Chubb & Son Group. This opens the 
way for an appeal by Chubb & Son to 
the Massachusetts Insurance Depart- 
ment. 


Ohio Farmers Establishes 
New York Suburban Office 


The Ohio Farmers Insurance Com- 
pany has established a new office for 
service of its New York suburban 
agents at 711 North Court Building, 
White Plains. The office is in charge 
of John H. Heyman, who has_ been 
appointed special agent for the New 
York suburban territory. Mr. Heyman 
was previously state agent in West 
Virginia for Springfield Fire and 
Marine. 


15,000 N. Y. STORM CLAIMS 





New York Board Expects Losses in This 
Area To Be Over $15,000,000; 
Average Claim $990 

Windstorm losses in the New York 
Board of Fire Underwriters area result- 
ing from the storm of November 24-26 
are expected to amount to between $15,- 
000,000 and $20,000,000 judging by fig- 
ures reported to Chairman A. J. Smith 
of the committee on losses and adjust- 
ments. 

Up to last week 14,781 claims had 
been reported, indexed and filed, ac- 
cording to the report. Of that number 
12,781 has been assigned to adjusters 
and builders. During the last few days 
assignments continued at the rate of 
500 a day. On this basis, the committee 
estimated the number of losses would 
run between 15,000 and 20,000. 

About 1,050 estimates have been re- 
ceived,, indicating an average loss of 
$990. The figure does not include some 
large losses running from_ $100,000 to 
$250,000. The average is high in com- 
parison to other averages because losses 
include only those on which two or more 
companies are at risk. In addition to 
some extremely high-value risks, a con- 
siderable number have been assigned 
amounting from $15,000 to $25,000 


British Insurers Pay 
$28,000,000 on Big Storm 


Reports from London indicate that 
British insurance underwriters have paid 
out nearly $28,000,000 for United States 
claims arising out of the big wind- 
storm in Eastern states in November, 
with London Lloyd’s suffering larger 
losses than any other single British 
insurer. 


Alpina Entering U. S.; 

Appleton & Cox Managers 

The Alpina Insurance Co., Ltd., of 
Zurich, Switzerland, has appointed Ap- 
pleton & Cox, Inc., 111 John Street, 
New York, as United States managers, 
effective January 1. The Alpina is being 
entered in the United States and for 
the time being will write only marine 
lines. 

Appleton & Cox, Inc.. have for many 
years acted as marine managers for 
several leading fire insurance companies 
and maintain a system of branch offices 
located throughout the country, in addi- 
tion to the complete facilities main- 
tained at their home office at 111 John 
Street, New York. 


H. A. Klocke Is Honored 
By Associate Officers 


Herman A. Klocke, secretary of the 
New England department, who retired 
from active duty with the North British 
Group at the year- -end, was honored by 
his associate officers in the home office 
at a luncheon at the Bankers Club, New 
York City, on the eve of his retirement 
after 49 years of service. 

Assistant U. S. Manager W. L. Nolen 
presided and introduced Assistant Sec- 
retary A. J. O’Donnell who, in behalf 
of the associate officers, presented Mr. 
Klocke with a replica of the television 
set he would find installed in his home 
that evening. Mr. O’Donnell for many 
years was closely associated with Mr. 
Klocke in the New England department. 


Northern Assurance 


(Continued from Page 16) 


later as an inland marine special agent, 
traveling mid-western states. 

During May, 1937, Mr. Clausen be- 
came associated with Northern Assur- 
ance as an inland marine special agent 
for Illinois, Indiana and Wisconsin. One 
year later he was transferred to the 
New York office to serve as assistant 
superintendent of the inland marine de- 
partment. On January 1, 1948, he was 
appointed assistant secretary of North- 
ern Group. 


Extended Coverage 


(Continued from Page 1) 


age is not contemplated. Losses arising 
from frozen systems will be paid if 
certain precautionary measures have 
been taken. 

Rupture of steam or hotwater sys- 
tems is included if caused by excessive 
pressure or deficiency of fluid or steam. 

Vandalism and _ malicious mischief 
form part of the endorsement, subject 
to a thirty dav vacancy period. Build- 
ers risk is included. 

Motor vehicle damage is covered even 
though caused by the owner or tenant 
of involved property. 

Building Glass Breakage 


Breakage of building glass in occu- 
pied dwellings, including those in the 
course of construction, is covered. A 
thirty day vacancy period privilege is 
attached. 

Ice and snow losses are covered if 
they cause collapse. Freezing losses to 
service facilities are included, subject to 
certain occupancy provisions and drain- 
age requirements. 

Falling tree losses will be paid, re- 
gardless of cause, excluding only earth- 
quake and intentional felling or topping. 

Collapse coverage attaches under all 
circumstances, except with respect to 
loss caused by subsidence, earthquake, 
or exterior water damage. 

Premium Charge Not Fixed 

The premium charge for the endorse- 
ment is a matter for final determination 
by the rating organizations and com- 
pany officials have refused to be quoted 
prior to official action by the bureaus. 
However, agency sources closely associ- 
ated with the evolution of the form are 
satisfied that the eventual cost will be 
only a fractional part of the present E.C. 
rate. 

In commenting on the form, Melvin J. 
Miller, president of the National Asso- 
ciation of Insurance Agents, said: “The 
cooperative spirit evidenced by our com- 
panies in the creation of this new and 
very necessary type of coverage was 
indeed magnificent. They made available 
their tremendous research facilities with- 
out hesitation and I am sure that the 
members of our association will be quick 
to take advantage of this opportunity 
for increased service to their clients.” 


Bis Bill 
(Continued from Page 15) 


axes and portable extinguishers. Out- 
lets in the two engine rooms and the 
auxiliary machinery space consist of two 
in each space and are equipped with 
spray nozzles. 

“The main CO2 supply consists of 
sixty 50-pound cylinders located on one 
of the lower decks just forward of the 
forward engine room. 

“Local self-contained carbon dioxide 
piping systems, independent of the main 
system, are provided. 

“Each of the independent systems is 
operated by a pull box outside the space 
protected. The release of CO2 operates 
pneumatic switches which sound alarms 
in the fire-control room, both engine 
rooms and the space protected, as well 
as shutting off ventilation to the space. 

Fire Doors and Watertight Doors 

“About one hundred fire doors, held 
open by electro-magnets, can be released 
simultaneously from a push-button in 
the fire-control room. This release is 
accomplished by de-energizing the mag- 
nets which remain dead until re-ener- 
gized from another push-button. In the 
meantime, these doors act like other 
self-closing fire doors. There are nearly 
as many of ihe latter which makes a 
total of nearly two hundred fire doors 
exclusive of watertight doors. Those 
held open by magnets have local release 
in addition to the remote control. Thir- 
ty-five power-operated watertight doors 
also serve as fire doors and can be 
closed either singly or simultaneously 
from a control panel in the fire-control 
room.” 
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Joe Kirby President 
Of Western Surety 


VANDER PLOEG EXECUTIVE V. P. 
M. H. Trepkow, Chicago Manager, 
Promoted to High Post; Dan Kirby 
Elected Board Chairman 
Western Surety of Sioux Falls, S. D., 
which enjoyed an excellent year in 1950 
—its 50th anniversary—starts off the 
new year with Joe F. Kirby as newly 
elected president; Stanley Vander Ploeg 
as executive vice president; M. H. 
Trepkow as first vice president and 








JOE F. KIRBY 


chairman of the executive committee, 
and Dan Kirby in the newly created 
post of chairman of the board. Mr. 
Kirby has been president of the com- 
pany for the past 25 years and under 
his leadership it has prospered. 

As given in The Eastern Underwriter 
last week this new lineup of top-rank- 
ing officers was announced following 





Fabian Bachrach 
DAN KIRBY 


the board of directors’ meeting of De- 
cember 26. In addition the board re- 
elected the following as vice presidents 
of the company: C. H. Ahsenmacher, 
(Continued on Page 28) 


McLAUGHLIN, KELLY RETIRE 


Both With Preferred Accident Over 
48 Years; Presented With Retirement 
Insurance Policies by Dull 
At a ceremony in the office of Floyd 





N. Dull, president, on December 29, 
Cyril A. McLaughlin and James F. 
Kelly were retired by the Preferred 


Accident of New York after each had 
served over 48 years. 

Mr. Kelly joined the Preferred in 
1902. Until 1917 he served in the A. & H. 
department. He was then transferred to 
the automobile department and was its 
assistant superintendent when he re- 
tired. 

Mr. McLaughlin started with the Pre- 
ferred in 1902, and has served with 
distinction ever since. In 1933 he took 
charge of renewal operations in the 
A. & H. department. On January 1, 
1948, he was appointed superintendent 
of the records division of that depart- 
ment. 

President Dull presented each of them 
with a retirement insurance policy guar- 
anteeing a monthly income for life. 


NEW COMP. RATES IN TEXAS 

A new schedule of workmen’s com- 
pensation insurance rates, reducing the 
over-all premiums about $450,000 a year, 
was announced by Casualty Insurance 
Commissioner J. P. Gibbs. The new 
schedule becomes effective February 1. 
Mr. Gibbs said rates were reduced on 
some classifications and increased on 
others. However, he said the calcula- 
tion of the net over-all effects showed 
an average reduction of 8/10 of 1% 


Minner & Barnett Give Up as Zurich’s 
Metropolitan New York Managers 





WILLIAM G. MINNER 


After many years of happy associa- 
tion with the Zurich, Minner and 
Barnett, Inc. has relinquished its func- 
tions as metropolitan New York man- 
agers of that company and its affiliates, 
the Zurich Fire, American Guarantee & 
Liability and the Zurich Life. As of 
January 1, the Zurich-American Com- 
panies have opened up a metropolitan 
department, replacing Minner and Bar- 
nett, Inc., and with offices in the Zurich 
building at 55 John Street, New York. 
This change in operations was worked 
out jointly by officers of the Zurich to- 
gether with William G. Minner, presi- 
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BARNETT 


CARYL A. 


dent and Caryl A. Barnett, 
dent of Minner and Barnett 

The official statement from Minner 
and Barnett indicates that Messrs. Min- 
ner and Barnett and Alfred G. Gaffney 
will continued to be affiliated with the 
Zurich-American metropolitan depart- 
ment activities. The statement says: 

“The association of Minner and Bar- 
nett, Inc. with the Zurich Companies 
is one of long standing and continuous 
representation. The first Zurich repre- 
sentative in the United States, appoint- 
ed in 1912, was the firm of John G. 
Hilliard, Inec., of which William G. 
Minner was a member. Upon the re- 
tirement of Mr. Hilliard, the corpora- 
tion was purchased by Messrs. Minner 
and Yoost and became Minner and 
Yoost, Inc., and subsequently Minne: 
and Barnett, Inc. 

“During this 38-year period the Zurich 
Accident & Liability Insurance Co., 
Ltd., the parent company, has expanded 
its activities by the organization of 
three affiliates—the Zurich Fire Insur- 
ance Company of New York, American 
Guarantee & Liability Insurance Co 
and the Zurich Life Insurance Co. 

Careers of Minner and Barnett 

William G. Minner, a past president 
of the Insurance Society of New York, 
has long been one of New York’s best 
known casualty insurance executives. 
Born in Jersey City and educated in 
the public schools, he started in the 
liability insurance field 50 years ago. 
Later this year he will observe _ gold- 
en anniversary in the busines He is 
a vice president and director of Zurich 
Fire, Zurich Life and American Guar- 
antee & Liability. 

Caryl A. Barnett is considered one of 
the ablest underwriters of casualty 
business along William Street. A na- 
tive New Yorker, he was educated in 
the public and high schools of New 
York. His long association with Mr. 
Minner in the running of Minner and 
3arnett, Inc. has been harmonious. He 
is a director of the companies in the 
Zurich-American Group. 


Elects New Olfiters 


At the annual meeting of the Asso- 
ciation of Casualty Accountants and 
Ste itisticiatis held recently in New York 
City, the following officers were elected: 
President, A. W. Morgan, secretary and 
comptroller, Glens Falls Indemnity ; vice 
president, P. H. May, vice president 
and comptroller, Maryland Casualty, and 
treasurer, J. C. Barrows, comptroller, 
American Surety. 

New name of the organization is As- 
sociation of Casualty Accountants & 
Statisticians. 


vice presi- 
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Standard Employe Exclusion Held 
Valid In Cardinal vs. U.S. Casualty 


In an important decision the Appel- 
late Division, Second 
the New York Supreme Court, has held 
that the standard exclusion clause in 
the public liability policy prevents an 
insured from collecting sums paid out 
for claims resulting from injuries o1 
death of workers in his policy. The 
case was that of Cardinal vs. United 
States Casualty. 

In holding the standard employe ex 
clusion valid the Appellate Division 
reversed the ruling of the Supreme 
Court, Kings County, which had held 
that the clause was defective. If the 
decision had gone the other way, ad- 
versely to the casualty companies, it 
would have meant a rewriting of the 
public liability policy. 

Facts in the Case 

United States Casualty Co. ap- 

from a judgment rendered in 
1949 at Trial Term, Kings County, 


The 
pealed 
June, 


by Justice Frank Johnson awarding 
Cardinal the sum of $110,321.50 plus 
interest and costs. The case arose out 


of an accident which occurred on Janu 


ary 3, 1945 while Cardinal, by contract 
with the Federal Government, was re 
pairing a ship owned by the Govern 


ment. Through the negligence of Cat 
dinal’s employes, ammonia escaped from 
the ship’s refrigeration system and re- 
sulted in injuries to 18 of them, one of 
whom later died. All 18 men were 
engaged in Cardinal’s business at the 
time. 

At. first New York compensation 
payments were made by the New York 
State Insurance Fund, which carried 
the workmen’s compensation and em 
ployer’s liability insurance. In Septem 
ber, 1945, the administratrix of the de 
ceased employe and the 17 others filed 


admiralty suits against the United 
States, as owner of the vessel, alleging 
that its negligence had caused their 


injuries. The Government, claiming a 
right to indemnity in the event it should 
be held liable in those actions, filed 
third-party petitions impleading Car 
dinal in each suit. 


Cardinal Denied State Fund Defense 

Coverage for such liability is express- 
ly provided today in Paragraph 10 of 
the New York Standard Endorsement 
to the workmen’s compensation policy 
Cardinal's 1945 policy, however, had 
been issued before Paragraph 10 was 
devised and did not expressly include 
such coverage. Cardinal nevertheles 
demanded that the State Fund defend 


him from the Government's suits. The 
Fund refused unless Cardinal would 
agree that the Fund’s liability would 


be limited to $25,000, a limit endorsed 
on the Fund’s policy for longshoremen’s 
and harbor workers’ operations. 

In addition to his demand upon the 
State Fund, Cardinal also claimed cov- 
erage by the United States Casualty 
under a public liability policy with high 
limits. Pointing to the standard exclu- 
sion of employes injured in the business 
of the insured, the casualty company 
denied liability. Cardinal thereupon en- 
gaged its own attorneys. In January 
1948, the admiralty suits were concluded 
by a three-way settlement, Cardinal 
paying the Government $87,000 which 
was composed of 18 distinct sums, each 
particularized and earmarked for a 
designated injured employe. Cardinal 
thereupon commenced two actions, the 
first against the State Fund in the Court 
of Claims and the second against United 


States — in Supreme Court, 
Kings County. 
The action against the State Fund 


has been tried but no decision has yet 


been announced by the presiding Judge 
Sylvester. At the trial the State Fund 
denied all liability in any amount. Car- 


dinal asserted that complete coverage 
was intended and further that the 
$25,000 limitation was illegal, on the 
ground that the State Fund cannot law- 


Department of 


fully limit its “lb” (employers liability) 

coverage. 
The action 

Casualty was 


against United States 
tried by Justice Johnson 
without a jury in Supreme Court, Kings 
County. The trial judge held for Car- 
dinal on the ground that the standard 
employe exclusion is defective. This 
decision has been unanimously reversed 
by the Appellate Division, Second De- 
partment. The Court declared: 

Ruling of Appellate Division 

“In this action to recover from re- 
spondent’s public liability insurance 
carrier the amounts paid by respondent 
for counsel fees and in settlement of 
the cross-claims asserted against re- 
spondent by the United States Govern- 
ment, in actions brought by respond- 
ent’s employes, injured in an accident 
which occurred upon a ship owned by 
the Government, while such employes 
were engaged in repairing that ship, 
and by the administratrix of one such 
employe, similarly employed, who died 
accident, 


as a result of that judgment 
in respondent’s favor for the full 
amount of such sums, with interest, 
reversed on the law, with costs, and the 
complaint dismissed on the law, witli 
costs. 

“The facts are not disputed and, in 


so far as implicit in the opinion below, 
are affirmed. 

“By the insurance policy upon which 
this action is founded, appellant agreed 
to pay on behalf of respondent all sums 
which the latter was obligated by law 
to pay for damages because of bodily 
injury caused by accident, including 
death resulting therefrom, sustained by 
any person or persons, but provided 
that the policy did not apply to bodily 
injury or death of any employees of 
the insured while engaged in the busi- 
ness of the insured, or to any obligation 
for which insured might be liable under 
any workmen’s compensation law. By 
that policy appellant further agreed “as 
respects insurance afforded by this pol- 
icy” to defend any suit against the 
insured alleging such injury and seek- 
ing damages on account thereof. 

“In our opinion, that insurance policy 
did not cover the sums paid by re- 
spondent upon which this action is 
predicated. The policy covers only 
claims for damages caused by bodily 
injuries or resulting death to persons 
other than insured’s employes while 
engaged in the business of insured, and 
appellant agrees to defend suits for 
claims covered by the policy. (Ashland 
Window & H. Co. Inc. v. Metropolitan 
Cas. Ins. Co., 269 App. Div. 31, 30, 00; 
Matter of Egan v Mealey, 265 App. 


Div. 44, 45, 46, affd. 290 N. Y. 790! 
Creem vy. Fidelity & Casualty Co., 141 
App. Div. 493, mod. and affd. 206 N. Y. 
733; Treadwell Co. v. U. S Fidelity & 


Guaranty Co, 275 N. Y. 158, 162.). 

“Nolan, P. J., Carswell, Johnston, 
Sneed and Wenzel, JJ., Concur.” 

The National Bureau of Casualty 
Underwriters, of which United States 
Casualty is a member, filed an amicus 
supporting the ‘company’s posi- 
tion. The Mutual Insurance Rating 
Bureau joined in the brief. 


Frederick Mellor was attorney of 





NATHAN MOBLEY 


Chubb & Son announces that Nathan 
Mobley, president of the United States 
Guarantee Co., one of the Chubb man- 
aged companies, has been admitted to 
the firm. Mr. Mobley will continue 
as president of the United States Guar- 
antee, 


W. L. BAMBRICK APPOINTED 
New England Ins. Co. Makes Him Resi- 
dent Manager of Pittsburgh Claim 

Dept.; Joined Group Last Year 

The New England Insurance Co., 
Springfield, Mass., a member of the 
Springfield Group, announces the estab- 
lishment of a new casualty claim de- 
partment in its Pittsburgh office, and ap- 
pointment of W. Lewis Bambrick as 
resident claim manager. 

Mr. Bambrick joined the Springfield 
Group in August, 1950. He is a graduate 
of the West Virginia University and the 
West Virginia University College of Law 
and is a member of the bars of West 
Virginia and New Jersey. He was for- 
merly with the United States Fidelity 
& Guaranty Co. and, later, National 
Surety Corp. 

During the war, Mr. Bambrick served 
with the Army Supreme Headquarters 
Allied Expeditionary Forces in Europe. 
He was discharged with the rank of 
Major. 

ELEANOR YOUNG RETIRES 


Eleanor Young has retired frona the 


American Surety Group after over 46 
years of service. Miss Young joined 
company on October 10, 1904 in the 


accounting department and rose to the 





position of supervisor in the reinsur- 
ance record division. 

record for United States Casualty. The 
appeal was argued by Bruce Bromley, 


with Samuel R. Feller, Leo H. Hirsch. 
Jr. and Maurice Rosenberg of counse} 
on the brief. The National Bureau was 
represented by James B. Donovan and 
the Mutual Bureau by William E. Jor- 
dan. Thomas A. McDonald represented 
the plaintiff. 
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Employers’ Names Looney 
Assistant Deputy Manager 





DENNIS J. LOONEY 


Appointment of Dennis J. Looney as 
an assistant deputy manager of the Em- 
ployers’ Liability Assurance Corp. is 
announced by Edward A. Larner, United 
States manager and attorney. 

Mr. Looney, now in his 25th year with 
the Employers’, has been serving as 
assistant underwriting manager for the 
companies and as assistant secretary of 
both the American Employers’ and the 
Employers’ Fire Insurance Co. Start- 
ing with Employers’ in the merit rating 
division, Mr. Looney also has a_ back- 
ground of experience in the Employers’ 
automobile department and as an under- 
writers and later as assistant superin- 
tendent of the compensation and liability 
department. 


THREE FIRE COS. JOIN BUREAU 

The executive committee of the Na- 
tional Bureau of Casualty Underwriters 
has elected to membership in the bureau 
the Glens Falls Insurance Co., Security 
of New Haven and Virginia Fire & 
Marine. These fire insurance companies, 
all affiliated with present member casu- 
alty companies, are qualifying to write 
casualty insurance under the underwrit- 
ing powers extended by multiple line 
legislation. Seventy- three companies now 
comprise the National Bureau member- 
ship. 
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Plans Launched for 1951 
Highway Safety Crusade 
HARVEY TAKES LEADING ROLE 
C. & S. Assn., Joining With 85 Other 


Safety Groups, Pledges Redoubled 
Efforts to Cut Accident Toll 








Faced with an all-time high of Christ- 
mas holiday traffic deaths, which will 
help blacken the already bad accident 
record of 1950, the Association of Casu- 
alty & Surety Companies and 85 other 
organizations comprising the National 


Committee for Traffic Safety, has 
pledged redoubled efforts to reduce 
highway accidents during 1951. Ameri- 


cans will be urged to support this na- 
tionwide safety crusade by personal 
action every day against two major 
causes of automobile accidents—-speed- 
ing and drinking—and driving. 

Citing the loss of man power and 
material through traffic accidents as a 
“serious impairment to our defense 
activities, the association pointed out 
that 3,500 more deaths in 1950 than 
in 1949, and perhaps 122,000 extra in- 


juries. “have been greater than a 13 
month’s traffic toll this year. Highway 
accidents in 1949 killed 31,500 per- 


sons, an average of 2,625 a month. 


Statement by Harvey and Blaisdell 


Julien H. Harvey, director of the 
association’s accident prevention depart- 
ment, and Paul H. Blaisdell, executive 
director, National Committee for Traf- 
fic Safety, jointly announced a cam- 
paign to remind Americans daily dur- 
ing 1951 that these two causes of acci- 
dents cost thousands of lives and in- 
jure additional thousands of men, 
women and children. They urged motor- 
ists to “always drive-at an intelligent 
rate of speed” and never to take the 
wheel after drinking. 

Christmas holiday traffic accidents 
alone took a total of 558 lives during a 


three-day week-end, Mr. Harvey said. 
Blaming many of these deaths on 
speeding and drinking drivers, he 


pointed out this has proved to be the all- 
time high for yuletide highway fatalities, 
exceeding the 1936 deaths of 555 

The National Committee for Traffic 
Safety, with headquarters in Chicago, 
is a group of 86 national organizations 
engaged in public support activities for 
the recommendations of the President’s 
Highway Safety Conference. Highway 
safety, insurance, service, veterans and 
civic organizations comprising its mem- 
bership will participate in the drive to 
reduce accidents in 1951. 

As the first step in the campaign, the 
nation’s drivers were urged to sign a 
“model pledge” drafted as “a daily re- 
minder” by the executive committee for 
their use through all organizations in 
the National Committee. This resolu- 
tion reads: 


Model Pledge 


“Because the loss of manpower and ma- 
terial through traffic accidents is a_ serious 
impairment to our defense activities, and 

“Because driving at a speed too fast for 
conditions is the major factor in thousands 
of fatalities and serious accidents, and 

“Because drinking-and-driving brings death 
and injury to additional thousands of men, 
women and children annually, 


“I RESOLVE to myself and to my fellow 
citizens that I 

“Will always drive at an intelligent rate of 
speed, taking into consideration all road con- 
ditions. ... 

“Will not 
drinking. ... 

“Will never forget that I, too, can be in- 
volved in an accident unless I drive sensibly, 


take the wheel of a car after 


patiently, and with proper consideration for 
the other fellow.” 
Mr. Harvey commended the model 


resolution to the nation’s drivers as 
“the best resolution they can make for 
1951.” He added that its immediate 
adoption and observance by motorists 
might be the means of saving their 
lives and preventing accidents to many 
others. 
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(Fourth Annual Edition) 


Columnal events of 1950, this is a 
mere “honorable mention” of many 
readers who have helped during the 


year, by not only following the column, 
but ‘contributing most generously, giv- 
ing-additional enjoyment to the whole 
group from time to time. 


First of course, we should mention 
our Guest-Jest Conductors, the boys 
who gave Poppa a respite on those 


occasions when they did the entire job. 
Next, “Wellenkamp-Kaperings”  ap- 
peared early in the year, the brainchild 
of Don J. (Vice President, Ranni Agen- 
y, Miami) Wellenkamp, and up to his 
wsual standard—a compliment, if ever. 
He was followed a month later by Ker- 
mit F. (Provident Mutual in Westfield, 
N N.,J.) Dow, our pet Champion of Corn. 
The next month, one of our favorite con- 
tributors, Charles C. (London Life of 
Canada) Johnson came through with his 
particularly unusual brand of humor, 
evoking pleasant responses from those 
who got a kick out of his handiwork. 
Thence to one by Catherine (Loyalty 
Group, Chicago) Meade, which resulted 
in her being swamped by requests for 
the ending of a joke the beginning of 
which had merely been hinted by her. 
She’s still feeling the aftermath of 
writer's cramps because of the heavy 
response. 
Run-of-the-Mill Contributors 

As for what we kiddingly call our 
“run-of-the-mill” contribs, there’s a host 
of ’em, and they deserve a great big 
hand mainly because most of ’em send 
us more material than we can use dur- 
ing the year—not that we fail to appre- 
ciate their efforts—but simply because 
of Dat Ol’ Debbil Mr. Space. Two of 
our most prolific boys, joke-wise, are 
Leonard (Midtown, New York, Agency 
Head) Jacobs and Dr. .Wesley (Home 
Office Business Consultant of Provident 
Mutual) Gadd. If we could print all of 
their wheezes, we'd like it, even if the 
Post Office inspectors might not. 
Fred W. (Mezey Agency, Inc., New 





“Observations on the Year Just PPPfffast” 


York Mezey, the guy with the gigantic 
birthday memory, sent us quite a few 
cute ones—jokes, we mean. 

Our good friend, Joseph P. (American 
Foreign Insurance Association) Gibson, 
Jr. was thoughtful during the year. 
One of his we liked was “No woman 
ever made a fool out of a man—she 
merely directed the performance.” 

Ralph T. (Ross-Martin Co., Tulsa, 
Oklahoma) Curtis, who keeps on 
squawking because we once called it the 
Ross-Martin Printing Co., but who sends 
us lots of funny stuff, ne ’er-the-less. 

A. Burr (Agency Secretary, Conti- 
nental Assurance, New York) Rubey, 
who sent us one skinny gag, promised 
to do more work for us and then quit. 

William F. (DeMattia-O’ Brien-Slothus, 
Inc., of Passaic, N. J.) O’Brien, who 
made a big to-do about not being men- 


tioned in our January, 1950, observa- 
tions, and who then dropped out of 
sight. 


Henry H. (retired John Hancock Pub- 
licity Sleuth) Putnam, who is enioying 
inhaling that California ozone and who 
writes occasionally. Rankin (Vice Presi- 
dent, Standard Accident) Martin, who 
thoughtfully sent us a book of old gags, 
but being so darned Gonscientious, we 
would be the last to “foist” ’em upon 
our customers. And three Aetna Life 
boys, each of whom showed interest in 
the column, but did nothing other than 
that. They were O. A. (General Agent 
in New York) Krebs, A. E. (Assistant 
Secretary at Aetna’s Home Office) Has- 
kell and A. J. (Assistant Secretary in 
the same place) Moody. 

Also, the Rochester cyclone, Roy A. 
(Secretary, James Johnston & Co. in 
that city) Duffus, who wrote in last 
March to say it was five below zero— 
as if we ourselves weren’t darned near 


freezing. And ol’ Isaac B. (Asst. Chief 
Ordinary Underwriter in Prudential’s 
Newark Home Office) Jennings, who is 


in there pitching all the time. ; 
Our most distant non-contributor in 
1950 was E. J. (Life Manager, P. L. 
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U. S. Guarantee Transfers 
Musgrove to Atlanta 


The United States Guarantee has an- 
nounced the transfer of Lewis S. Mus- 


grove from the home office to the 
Atlanta branch office where he will 
assist Arthur Grier, manager of the 


southern department. 

Mr. Musgrove has been with the 
United States Guarantee for 13 years 
and has been for several years assistant 
to Thos. R. Dew, vice president in 
charge of agencies. 





Hunt, Ltd.) Rishworth of 
New Zealand. And an old standby, E. 
H. “Count” (General Agent, Provident 
Life & Accident) Mueller, who wrote us 
only a week ago that he had read “How 
to Multiply Your Life Insurance Sales” 
and liked it—for which we bowed, but 
low, baby. 

Jules L. (Executive “Veep,” W. L. 
Perrin & Son) Ullman, who deserved 
and got more mention than any other 
non-contributor, and his paragraphs 
never even cost him a Perrin postage 
stamp. 

Marie (Health & Accident Underwrit- 
ers Conference, of Chicago), Meade, 
who arrived late at her own cocktail 
party in New York with the alibi that 
a New York taxi driver got lost. But, 
perhaps the bee-ootiful Marie didn’t 
know that the more mileage covered by 
a hackman, the more he “takes” via the 
taximeter. Gullible gal. 

Hiram G. (Co-manager, Downtown 
Agency of Pru in New York) Hender- 
son, who got more miles of type than 
any other man boasting an _ electrick 
typewriter, and who never should have 
quoted some of our caustic barbs to 
Home Office bigwigs. 

Some Other Contributors 

Sam (General Agent, Continental 
Assurance, New York) Rosan, whose 
office is two streets away from ours and 
who waited in 1950 until the Advertis- 
ing Club’s Christmas luncheon party at 
Hotel Astor, before he would allow us 
to get a glimpse of his smiling face. 


Wellington, 


Kenneth H. (Resident Secretary, U. 
Ss. iy & G., New York) Wood, sent us 
a “first gag,” very funny, but which 


we both agreed was a bit too acrid for 
use. 

Saul S. 
John Street, 


(Prudential Manager at 90 
New York) Vort, who ad- 


mitted reading jestinourlane to his 
lovely family at the dinner table. 
Sidney L. (C.L.U.) Wolkenberg, one 


of the contributors to “How to Mul- 
tiply Your Life Insurance Sales” (a 
second plug for this new Prentice-Hall 
book, and why - don’t - they - do - more- 
trade - journal - advertising - is - what - 
we-want-to-know). Sid not only didn’t 
send us a funny story, but didn’t follow 
through on the suggested-by-him lunch 
date. Perhaps he’s on a diet. 

Finally, elected by the Editsr’s Com- 
mittee-of-One, Fred W. (Mezey Agency, 
Inc.,) Mezey, “New York’s Man of the 
Year,” and Thomas G. (Associated 
Agency, Inc., Greenwich, Conn.) Boone, 
“Suburban Man of the year.” If you 
haven’t read their stories, see issues of 
December 22, 1950 and December 29, 
1950, respectively. 

In conclusion, as is our custom, we 
bow to the following slaves: Our lino- 
typers, who never squawked about some 
of the odd names we embodied in items, 
such as the Indian delegate, Sir Tiru- 
valyangudi Diwan Behadar Vijayaragha- 
vacharya, whom we love dearly, and all 
the little Vijayaraghavacharyas. Wal- 
lace L. (Associate Editor) Clapp, our 
first reader. And Bill (Business Mana- 
ger) Hadley and Clarence (Editor) Ax- 
man, who will always have first place 
for having the first insurance journal to 
run a column of alleged humor. 

So, to all those mentioned, to any in- 
advertently overlooked, to all the silent 
readers who haven’t ever sent us “nary 
a line,” and even to those who are un- 
aware that the column exists, we wish 
you just the happiest New Year, with 
much moolah and good health. 


—MERVIN L. LANE. 
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COOK AND SMITH PROMOTED 


Appointed Secretaries in Compensation 
and Liability Dep’t of Travelers 
Their Respective Careers 
Warren L. Cook and Seymour E. 
Smith, newly appointed secretaries of 
the Travelers in its home office compen- 
sation and liability department, were 
among the seven promotions announced 

last Tuesday by President Jesse 
Randall following meetings of the board 
of directors. Others promoted are an- 


nounced in the life section of this edi- 
tion. 

Mr. Cook joined the Travelers in Oc- 
tober, 1925, as a clerk in the casualty 


underwriting department. He became 
chief supervisor in 1935 and subsequent- 
ly was elected assistant secretary of the 
compensation and liability department 
in January, 1940. He was graduated 
from Yale University in 1925. 

Mr. Smith, who has been an assistant 
secretary in the same department since 


February, 1948, has been with the Trav- 
elers since 1934. He was first assigned 
to the actuarial department, serving 
there until 1943 when he entered the 
U. S. Navy. When relieved from active 
duty he ranked as a lieutenant (j.g.). A 
eraduate of Trinity College in 1934, Mr. 
Smith is an actuary and a fellow of the 


Casualty Actuarial Society. 


E. S. Fallow Retires After 
Over 40 Yrs. With Travelers 


Everett S. Fallows, 
of the Travelers, has 
40 vears of service. 

Mr. Fallow has 


accident actuary 
retired after over 


specialized in the 
preparation of financial statements 
made by the Travelers each year to 
Insurance Departments of the various 
states in the United States and of the 
Canadian provinces; also in the 
preparation of tax returns. 

For over 20 years, he was chairman 
of the committee on blanks of the In- 
ternational Association of Casualty & 
Surety Underwriters and the Associa- 
tion of Casualty & Surety Companies 
and was chairman of the statistical 
committee of the Bureau of Accident 
& Health Underwriters. 


Mr. Fallow was born in East Hart- 
ford, Conn., and was educated in the 
Hartford schools, graduating from 
Trinity College in 1906 with B.A. de- 


gree, 


T. L. SMITH’S NEW FIELD POST 


Named by American Insurance Group as 
Assistant Manager of Cleveland 
Office; His Career 
The American Insurance Group of 
New Jersey, has appointed Thomas L. 
Smith as an assistant manager of its 
Se veland office. He will handle major 


-asualty Aner in the field and will 
eualat in tI > further training of Ameri- 
can Group fe imen in the casualty busi- 
ness. 


Mr. Smith started his insurance career 
in 1935 in the home office of Bankers 
Indemnity as an underwriter and later 
became assistant superintendent in the 
burglary, glass and A. & H. department. 
In 1939 he became a special agent in 
the Bankers’ Cleveland office. There- 


after he was assistant. casualty manager 
for the Indemnity Insurance Co. of 
North America for four years in Cleve- 


returned to Newark as 
executive special agent and production 
manager in the Bankers’ home office. 

In January, 1950 Mr. Smith was ap- 
pointed assistant field supervisor for the 
American Group in the home office ter- 
ritory. 


land. He then 


HOME TITLE GUAR’TY DIRECTOR 
A. Edward MacDougall, president of 
the Queensboro Corp., developers of 


Jackson Heights, L. I. and president 
of Long Island Real Estate Board, has 
been elected a director of the Home 


Title Guaranty Co. 


IDLER AND RILEY PROMOTED 


Springfield Fire & Marine Names John 
F. Idler Casualty-Surety V. P. and 
Howard G. Riley Secretary 
At the recent meeting of the board 
of directors of the Springfield Fire & 
Marine John F. Idler was elected vice 


president and Howard G. Riley, secre- 
tary of the company. 
Mr. Idler will have general charge 


of the underwriting of the casualty and 
fidelity-surety business for all compa- 
nies in the Springfield Group. He has 
been with the organization since last 
January as vice president of the New 
England Casualty which was merged 
into the New England Insurance Co. 
on January 1, 1951. 

Mr. Riley will handle the underwrit- 
ing of casualty and fidelity-surety bond 
business. He joined the Springfield 
group on October 15, 1947, as superin- 
tendent of the fidelity-surety bond de- 
partment of New England Casualty. He 
was elected assistant secretary of that 
company on March 9, 1948 and _ secre- 
tary on March 14, 1950. 





RETIRES FROM CHUBB & SON 





H. G. White Was Casualty Mer.; De- 
partment Reorganized Into Two 
Groups Under Harbeck and Dreyer 
The retirement of H. G. White, man- 
ager of its casualty department for 20 
years, is announced by Chubb & Son 
Mr. White, who is retiring under the 
firm’s retirement plan, joined the or- 
ganization on January 1, 1931. Previ- 
ously he had been in charge of under- 
writing and production at the New York 
State office of the Employers’ Liability 

Assurance Corp. 


Mr. White’s duties at Chubb & Son 


will be assumed by J. Lloyd Harbeck 
and A. R. Dreyer. Automobile liability 
will be incorporated with automobile 
physical damage into one automobile 


department under the direction of Mr. 
Harbeck. r. Dreyer will become head 
of the miscellaneous casualty department 
including workmen’s compensation and 
plate glass. 


Hyatt Public Relations Mgr. 
Of Hartford Accident 


The Hartford Accident & Indemnity 
has appointed Dave Hyatt as manager 
of public relations. 

Prior to his association 
Hartford Mr. Hyatt wrote 
ticles for the news syndicate, North 
American Newspaper Alliance, handled 
publicity for various organizations, 
worked on CBS and ABC _ network 
radio shows, and from 1948 to 1950 was 
director of public relations for the New 
York State School of Industrial and 
Labor Relations at Cornell University. 

In World War II he served for two 


with the 
feature ar- 


years—1941-1943—as a volunteer ambu- 
lance driver with the British Eighth 
Army in Africa. Then, from 1943 to 


1945 he served as U. S. Navy lieutenant. 


Maryland Casualty Writes 
Million Dollar Bonds 


Maryland Casualty Co. recently wrote 
what is believed to be the largest public 
employes faithful performance blanket 
bond written since the form appeared 
on the market. The bond, in the amount 
of $1,000,000, covers approximately 400 
employes in the treasurer’s office of 
Cook County, Illinois. 

The Maryland likewise wrote a four- 
year Public Official Bond in the amount 
of $1,500,000 on behalf of John B. 
Brenza as Treasurer of Cook County, 
and a similar bond on his behalf as 
ex-officio tax collector. 

A broad form money and securities 
policy in the amount of $1,000,000 was 
written to cover the county treas- 
urer‘s office. 

Both bonds and insurance were writ- 
ten through John Foster, of W. J. 


also 


Foster & Company, agents of the Mary- 
land in Chicago. 


Western Surety Elections 


(Continued from Page 25) 


M. D. Fulton, B. 
Stark and S. I. Trebil. 
who was previously a 
the newly elected treasurer, 
Kirby continues as secretary. 

Mr. Trepkow’s post of first vice presi- 
dent and executive committee chairman 
is newly created. He has done an out- 
st: nding job as manager of Western 
Surety’s Chicago office, and his promo- 
tion is in recognition of demonstrated 
ability. The executive committee will be 
the operating committee of the com- 


j., Huigens, Jr, J.-L. 
A. W. Buchele, 
vice president, is 
and Tom 





STANLEY VANDER PLOEG 


pany on which Mr. Trepkow and Presi- 
dent Kirby will serve permanently along 
with one of the vice presidents or treas- 
urer, alternating alphabetically every 
six months. 

Careers of Joe Kirby and Vander Ploeg 

Having grown up in an insurance at- 
mosphere ‘and learned the business as 
his father’s understudy, Joe Kirby is 
qualified to fill the position of presi- 
dent. He started with Western Surety 
in 1943 after attending the University 
of South Dakota and Augustana College. 
He also spent some time in the U. 
Army during World War II. In his seven 
years with Western Surety Mr. Kirby 
has developed into a first rate under- 
writer, thoroughly imbued with its pol- 
icy of selective underwriting of fidelity 
and surety business. 

Mr. Vander Ploeg, formerly treasurer 
of the company, merits his promotion 
to executive vice president. Starting 
with Western Surety in February, 1936, 
as an accountant, he rose to head of 
its accounting department over which 
he continues to have executive super- 
vision. A native Iowan, he was gradu- 
ated from Northwestern Junior College 
at Orange City in 1934 and then at- 
tended Nettleton Commercial College in 
Sioux Falls. 

Dan Kirby’s Prominence 

Chairman Dan Kirby has been the 
Western Surety’s chief builder for over 
25 years and is largely responsible for 
its rapid growth and profitable opera- 
tions. Under the careful guidance of his 
father, the late Foe Kirby, founder of 
the company, Dan learned the bonding 
business from the bottom up. He held 
every home office post and by the time 
of his election to general managership 
in 1922 he was well prepared to take 
over the reins. He was elected presi- 


dent in 1926 upon the death of his 
father. 

Western Surety’s observance of its 
50th anniversary in 1950 was without 
fanfare but the company more than 
held its own in premium volume and 
increased its capital from $750,000 to 


$1,000,000. The seventh oldest bonding 
company in the United States, it oper- 
ates extensively throughout 20 states. 


TO ELECT 1951 OFFICERS 
Casualty Executive Association of St. 
Louis and Local Surety Association to 

Hold Joint Dinner About January 15 

The 1951 officers and executive com- 
mittee members of the Casualty Execu- 
tives Association of St. Louis and the 
Surety Underwriters Association of St. 
Louis will be elected at a joint dinner 
meeting of the two organizations to be 
held about January 15. The nominations 
for office, which will be voted upon at 
this dinner, are as follows: 

Casualty Executives Association—Presi- 
dent, R. A. Hallahan, manager, Metro- 
politan and Commercial Casualty Cos.; 
vice president, E. C. Kottmeier, resi- 
dent manager, Fidelity & Casualty; 
secretary, William A. Gray, office man- 
ager. National Surety, and for executive 
committee (five places to be filled): 
John L. Patterson, manager, Massachu- 
setts Bonding; Fred H. Doenges, vice 
president, Fidelity & Deposit; Karl 
Nordyke, Travelers Indemnity; Henry 
A. Bush, manager, United States F. & 
G., and Thomas Baker, vice president, 
Utilities Insurance Co. 

Surety Underwriters Association—Pres- 
ident, Herbert W. Hitchings, superin- 
tendent, bond department, Fidelity & 
Casualty; vice president, L. R. Willson, 
assistant manager, United States F. & 
G.; secretary-treasurer, Clarence J. 
Crockett, Maryland Casualty; for execu- 
tive committee (five places to be filled): 
James R. Searles, manager, Fidelity & 
Deposit; Louis H. Antoine, manager 
and assistant vice president, American- 
Associated Cos.; J. Earl Craig, manager 
bond department, Aetna Casualty & 
Surety; R. A. Hallahan, manager, Met- 
ropolitan and Commercial Casualty Cos., 
and John E. Howe, American Surety. 


Cary Baker Dies in Atlanta 


Cary F. Baker, manager of the south- 
ern department of the Hartford Acci- 


dent & Indemnity Co., died suddenly 
in Atlanta recently. Mr. Baker was 
born in Baltimore in 1886 and was 


educated in the schools of that city. His 
first connection with the insurance busi- 
ness was with the United States Fi- 
delity & Guaranty Co. Subsequently he 
was manager of the bonding department 
of the Interstate Casualty Co. of Bir- 
mingham, Alabama. 

Mr. Baker was appointed manager 
of the Atlanta office of the Hartford 
A. & I. in 1915. Under his direction 
the Hartford’s southern department has 
become one of the largest producing 
units of the company. Mr. Baker has 
long been one of the most popular men 
in the insurance business in Atlanta. 


Lumbermens’ Promotions 

C. L. R. Nichol has been named 
resident vice president and H. T. Wal- 
worth director of industrial hygiene of 
Lumbermens Mutual Casualty. An- 
nouncement was made following a 
meeting of the board of directors 
Decembers 27 at the home office of 
the company in Chicago. Mr. Nichol 
has been associated with the Lumber- 
mens in Atlanta, Ga., since 1933. Mr. 
Walworth joined the safety engineering 
staff at the home office in 1946. 


MARYLAND CASUALTY DIVIDEND 

Directors of the Maryland Casualty 
Company declared a semi-annual divi- 
dent of 40 cents a share on the com- 
mon stock, paid on December 31 to 
stockholders of record December 21. 
The board also voted the regular semi- 
annual dividends of $1.05 a share on the 
prior preferred stock and 52% cents 
a share on the convertible preferred 
stock. 


MADE MINNEAPOLIS MGR. 
Kenneth B. Maitland has been ap- 
pointed Minneapolis manager of the 
Home Indemnity, effective January 1. 
He was formerly with the United States 
F. & G. 
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Medical Disaster Insurance, Latest 


A.& H. Coverage a Fascinating Subject 


By H. S. CraMer 
Accident & Health Manager, Bleichroeder, Bing & Co., Inc. 
New York City c 


As a keen student of A. & H. trends 
for many years, both here and abroad, Mr. 
Cramer has made an objective study in the 
following article of experimentation on 
the part of several well-known companies 
in the new field of catastrophe medical ex- 
pense insurance. He writes: 


It is a well known fact that the 
insurance industry is fighting against 
Government interference. Each _ set- 
back, even of only limited significance, 
is, therefore, liable to increase the dan- 
ger for the whole frontline. One of the 
weakest spots lies in the sector of the 
medical expense insurance, also known 
as prepaid medical help. To be sure, 
a definite need for such coverage on 
a broad and comprehensive basis does 
exist and it is not by accident that the 
plans for compulsory health insurance 
have a strong appeal to a considerable 
part of the American public. 

Up until recently the facilities avail- 
able did not satisfy these needs, as 
everybody knows who takes the trouble 
of looking under the surface of this 
problem. Coverage was provided to no 
considerable extent for medical ex- 
penses, except for hospital-surgical care, 
and there was no real protection from 
expenses when a medical disaster struck. 

Preparing to Meet Challenge 

Here a real challenge arose and it is 
a pleasure to report that at last insur- 
ance is getting into shape to meet this 
challenge. Apparently something is go- 
ing to be done about the “medical dis- 
aster.” By “medical disaster,” we under- 
stand a condition which requires all 
kinds of medical help to such an ex- 
tent that its financial burdens seriously 
affect and even upset the budget of the 
patient or of his family. 

This definition must be necessarily 
vague because there is a wide variety 
of budgeting one’s medical needs. For 
many families medical bills, for ex- 
ample, of over $200 may mean serious 
hardships; others will be able to man- 
age quite well up to $1,000 or even 
$2,000. This necessary vagueness of the 
definition is partly responsible for the 
cautious attitude with which the insur- 
ance companies approach this problem. 
For another part, it can be explained 
by the nearly complete lack of any 
experience on which policy forms and 
rates could be built. 

One can, therefore, fully understand 
that all those who venture in this new 
field, emphasize time and again that 
they want their plans to be regarded 
as put on an experimental basis only. 
However, the highly encouraging fact 
remains that private initiative is trying 
to tackle this important problem and 
is willing to take its chances. 

In order to realize the scope and the 
variety of these efforts we have looked 
into the plans and related literature of 
four insurance companies which under- 
write medical disaster insurance. The 
choice of these four companies should, 
by no means, be regarded as exclusive, 
because there may be many more with 
similar programs. For our purpose it is 
sufficient, however, to mention as fol- 
lows the highlights of the plans of these 
four companies. They are presented i 
alphabetical order. 


Four Company Plans Analyzed 


The plans of two of these companies 
are available only on a group insurance 


basis; while two companies make medi- 
cal disaster insurance available to the 
individual insured. 

1. Bankers Life Co. of Des Moines, 
Iowa. This company provides catas- 
trophe benefit coverage for employes 
and dependents in case of non-occupa- 
tional disabilities. It must be a group 
of at least 100 lives which must have 
as a basis group insurance for hospital- 


surgical benefits. After these basic 
benefits have been exhausted the in- 
sured has to pay any additional ex- 


penses himself up to approximately one 


month’s salary or in accordance with 
the following schedule: 

Monthly Salary Deductible 
Under $500 $350 
$500 to $1,000 $700 
$1,000 and up $1,500 

For 75% of the exceeding expenses 


of hospital, surgical feés, services of 
a registered nurse (if approved by a 
physician) the insured is covered and 
has to pay 25% of these expenses him- 
self. The maximum benefit may vary 
from $2,500 to $5000 in accordance with 
the chosen plan. 

The maximum period during which 
expenses may be claimed depends on 
the maximum benefit under the plan 
and varies from two to five years. Spe- 
cial provisions are made for maternity 
cases. Dental cases are excluded. No 
general indication of the premium is 
given; rates for each quotation will 
be calculated individually and will de- 
pend upon the benefits of the basic 
coverage, the level of salaries and the 
plan specifications. 

2. The Business Men’s Assurance Co. 
of America offers a catastrophe hos- 
pital expense supplement on an_ indi- 
vidual basis, as a rider to all its exist- 
ing accident and health or hospitaliza- 
tion policies. Beginning with the 91st 
day, $300 per month will be paid in 
case of hospitalization or of full time 
employment of a registered nurse out- 
side the hospital. The maximum pay- 
ment period is nine months for each 
accident or sickness. 

The premium for men and women is 
the same: $7.50 per person per year. 
The premium for all children together 
is another $7.50 per year. 

Continental Casualty’s Individual Plans 

3. The Continental Casualty Co. very 
recently introduced catastrophe medical 
expense coverage on an individual basis. 
However, the company strongly empha- 
sizes the experimental nature of this 
new plan which, so far, is only avail- 
able in the state of Illinois. 

As far as can be seen from Conti- 
nental’s advertising material, coverage 
is granted for the expenses of hos- 
pitalization, doctor bills, nurse expense, 
surgery, drugs, medicines, dressings and 
X-rays and similar miscellaneous items. 

Two different plans are available in 
Illinois: One with a deductible of $250 
and a maximum of $1,000, while the 
alternate plan features a deductible of 
$500 and a maximum of $2,500. 

It should be noted that there is no 
co-insurance requirement for expenses 
above the deductible. This means that 
after deduction of $250 or $500 all medi- 
cal expenses will be reimbursed for 
the full 100% up to the maximum. The 
annual premium scale of this company 
is as follows: 


Plan I—Deductible $250; Maximum $1,- 
000. Men $30. Women $40. 
Children $22.50. 
Plan II1—Deductible $500; Maximum $2,- 
. Men $36. Women $48. 
Children $27. 
Liberty Mutual Has Four Group Plans 


4. The Liberty Mutual Insurance Co. 
has experimented with a plan for medi- 
cal catastrophe insurance on a limited 
basis for more than a year. The results 
are so encouraging that the company 
now makes available four different plans 
on a group policy basis, details of which 
were published in The Eastern Under- 
writer of October 27, 1950. 

Seventy-five per cent of the expenses 
are reimbursed after a deductible, rang- 
ing from $300 to $500 depending upon 
the plan chosen, Medical expense is de- 
fined as “any reasonable charge,” such 
as medical, surgical, hospital and nurs- 
ing services. X-ray examinations and 
treatments, laboratory tests, anesthesia, 
drugs and medicines and all other thera- 
peutic services. and supplies. Excluded 
from coverage are workmen’s compen- 
sation cases and medical expenses in- 
curred as the result. of an injury or 
illness not treated by’a legally qualified 
physician. 

The maximum reimbursement ranges 
from $2,000 in Plan I to $5,000 in Plan 
IV. 

The group policy, offering one of the 
four plans, is issued to the employer 
who indicates the groups of employes 
who are to be eligible. Seventy-five per 
cent of those eligible must enroll before 
the plan can become effective. Generally 
at least 10 persons must participate be- 
fore an employer can institute a plan. 
Dependents may be included if at least 
75% of the employes with dependents 
elect to insure them. 

The premium scales for Plans I and 
IV follow as an example: 

Plan I—Deductible $300; Maximum 
$2,000. Monthly premium for 
insured $2.10. Monthly pre- 
mium for insured and de- 
pendents $4.20. 


Plan I1V—Deductible $500; Maximum 
$5,000. Monthly premium for 
insured $1.90. Monthly pre- 
mium for insured and de- 
pendents $3.80. 

These four examples, main features 
of which are described above, represent 
four different and typical approaches to 
the problem of medical disaster insur- 
ance. It is next to impossible to com- 
ment on these plans, because so far we 
have very little practical experience 
with them. It would also not be fair 
to emphasize some of their obvious 
weaknesses, since often we do _ not 
know in which way a better solution 
could be achieved. 

Luckily, A. M. Wilson, underwriting 
manager. A. & H. department of the 
Liberty Mutual, has written and talked 
freely about his company’s experience 
with its pilot plan. Within the scope 
of this article we cannot attempt to 
give an extensive resume of these ob- 
servations, but a few interesting tidbits 
follow: 

M. Wilson’s Observations 

Medical disaster insurance does not 
seem to appeal to people in the income 
group under $5,000 per year. Among 150 
eligible with an income under $5.000. 
only one showed interest. while 80% of 
those earning over $5,000 enrolled. If, 
therefore, for all practical purposes, 
such a plan reaches onlv those in the 
income brackets above $5,000, it means 
by the same token that the age dis- 
tribution is not the most favorable one. 
Most people with an income of $5.000 
or more are in their advanced middle- 
age, when chances of serious illnesses 
are greater than at a younger age. 

A pilot plan of the Liberty Mutual 
covered people earning $6,000 and more. 
Fifty-one claims resulted in the first 
year of operation. The youngest claim- 
ant was 43 years old, and 36 of the 51 
claimants were older than 50 years. 

The maximum benefit of this plan was 
$1,500. After the first year of operation 
only four of the 51 claims would have 


The New York Life Joins 
H. & A. Conference 


The New York Life Insurance Co. 
has been admitted to membership in the 
Health & Accident Underwriters Con- 
ference. 

James T. Phillips, vice president, has 
been heading up the company’s activities 
in entering the accident and health field. 
Laurence B. Soper, assistant vice presi- 
dent, is developing its new accident and 
health operations and Peter J. Burns 
is executive assistant to Mr. Soper. 
Last summer the company announced 
its entry in the group field under the 
supervision of Wendall A. Milliman, vice 
president. 





received any more benefits if the max- 
imum had been higher than $1,500. This 
means that for 47 claimants the max- 
imum of $1,500 was sufficiently high. 


Experience With Female Exposure 

The experience with female exposure 
under Liberty Mutual’s pilot plan comes 
as a welcome surprise—so far at least. 
Though normally medical expenses for 
women are about twice as high as for 
men, this excess coverage produced the 
astonishing results that while the claim 
frequency of the wives of the insureds 
twice as high as that 


was, as expected, 
of their husbands. the average cost per 
claim on the wife was only one half 


as high as the cost per claim on the 
male employes. Thus, you have the 
practical experience of one of the com- 
panies concerned. 

Generally speaking, none of the plans 
discussed will be apt to solve the prob- 
lem of medical disaster expenses for the 
lower income groups because the cost 
is too high. Since for these groups pro- 
tection is at least as urgent, if not 
more so, than for anybody else, ways 
must be found to apply the principle of 
medical disaster insurance to the lower 
income groups as well. It may be that 
their younger average age would jus- 
tify a lower premium which should 
make the plan more attractive to them. 

Another thing is the co-insurance 
requirement. It is necessary in some 
form, no doubt about that, but it is 
hard for most people to be up against 


two handicaps: first a deductible and 
then, on top of it, a percentage of the 
excess which they will have to pay 
themselves, anyway. 
For “Stated Amounts” Rather 
Than “Blanket” Coverage 
In our opinion, the principle of the 


perilous because 
shows that fees 
tendency to 


coverage is 
experience elsewhere 
and charges will have a 
rise, once the hospital and the physi- 
cians become fully familiar with the 
broadness of the “blanket.” One should 
trv, instead, to devise a very detailed 
schedule with most liberal allocations 
for hospitalization—liberal as to period 


“blanket” 


as well as to benefits—physicians, sur- 
geons, nurses, etc. 
“Stated amounts,” even if high, will 


prevent a “stretching” of the “blanket.” 
Cooperation with the organized medical 
profession desirable at any rate, is 
essential for the development of such 
a program. The insured will also benefit 
by this svstem because, in our opinion, 
a plan which provides—after a deduc- 
tible—stated benefits, with an over-all 
maximum, does not need the co-insur- 
ance requirement. Such a policy with 
high stated benefits would give the 
insured the broad protection he needs 
in case of a medical disaster. At the 
same time it would prevent fees and 
charges from rising beyond a reasonable 


level since the temptation offered by 
a “blanket” coverage would be elim- 
inated. 


These are a few remarks which may 
or may not have any significance for 
the further development of the medical 
disaster insurance. Definitely this new 
type of insurance presents a fascinating 
subject to the insurance man and an 
opportunity to his clients. All of us 
will look forward to its development 
with great interest. 
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Eastern Casualty to 
Enlarge Its Capital 


ELECTS EIGHT DIRECTORS 
Company Has Made Healthy Progress in 
Its First Six Months; Canter Elected 
V.P. and Bilbro Treasurer 

The Eastern Casualty Co. of New 
York, which started writing business 
six months ago as a group A. & H. and 
hospitalization carrier, took the neces- 
sary steps at its December board of 
directors’ meeting for an expansion pro- 
gram during 1951. Most important ac- 
tion was the unanimous approval by the 
board of a capital and surplus increase 
to $300,000 by the issuance of 20,000 
shares of new stock. At inception the 
company had capital of $100,000 and net 
surplus of $50,000. These funds have 
been invested exclusively in government 
bonds and this will continue to be the 
company’s investment policy. 

At the directors’ meeting Arnold B. 
Canter, head of Eastern Casualty’s claim 
department, was elected a vice president 
and Reginald Bilbro, accounting depart- 
ment chief, was elected treasurer. Both 
are thoroughly experienced in their re- 
spective fields and have been with the 
company since its inception. 

Another evidence of progress was the 
election of eight new directors to the 
board as follows: Dr. Harvey E. Blue- 
stone of Hitchcock & Larrimore Phar- 
macies, Inc., New York; John F. Dailey, 
Ir. of Edwards & Smith, New York at- 
torneys; Malcolm D. Hunter, assistant 
to the president, American Express Co., 
New York; Anthony Heibroek of 
Geveke, Inc., N. Y.; Harry C. Peterson, 
comptroller of the City of Yonkers, 
N. Y.; Jacobus Pierot of Jacques, 
Pierot, Jr., & Son, Inc, New York; 
Louis Scadron, New York attorney, and 
Col. Harold P. Tasker of Cornwall, 
N. Y., U. S. Army retired. 


President van Marle’s Report 


In his progress report to the board 
last month William van Marle, president 
of Eastern Casualty, said that the com- 
pany, writing at the rate of $30,000 in 
premiums a month, hé id a net paid pre- 
mium volume of over $150,000 in its first 
six months. A total of 20,000 lives were 
insured under group A. & H. and hos- 
pitalization policies, he said. As a new 
company, the Eastern’s loss ratio is rela- 
tively low although an increase in claims 
was noted in November and December. 
President van Marle expressed his gen- 
eral satisfaction over the 1950 results 
which, the report indicated, were due 
to good underwriting and able manage- 
ment. 

Sidney E. Leiwant, well known life 
and A. & H. producer, is secretary and 
general manager of Eastern Casualty; 
A. Bruce Bielaski, Jr. New York at- 
torney, is vice president. President van 
Marle is an investment broker in New 
York. 


MUTUAL OF OMAHA ON RADIO 
Also to Inaugurate Television Program, 
Both To Be Called “On the Line 
With Bob Considine” 

Mutual Benefit Health & Accident 
Association of Omaha will return to 
the air-waves on Sunday, January 21, 
with a 15-minute NBC radio and tele- 
vision network show featuring Bob Con- 
sidine, special writer for International 
News Service. The program will be 
known as “On the Line With Bob Con- 

sidine.” 

“On the Line” will be broadcast over 
the full 166-station NBC radio network 
on Sundays from 2:30 to 2:45 p.m, 
E.S.T., and on NBC’s television network 
from 2:45 to 3:00 p.m., E.S.T. “On the 
Line” will feature interviews, news and 
human interest items. Program con- 


tent for both shows will be similar. 
The present schedule calls for 52 
weeks on radio and 39 on TV—and it 
may be expanded to 52 weeks on TV. 
The television show represents Mutual 
of Omaha’s first venture into this field. 


McCue A. & H. Manager of 
Bankers National Life 


RAMON E. McCUE 


Ramon E. McCue has recently been 
appointed manager of accident and 
health lines for the Bankers National 
Life of Montglair, N. J., and is off to 
a good start 1” this capacity. 

Mr. McCue’s insurance career began 
in the home office of the Hartford Ac- 
cident & Indemnity. Later that com- 
pany sent him to Kansas City as spe- 
cial agent following which he saw simi- 
lar service in upper New York State. 

Mr. McCue has also been connected 
with the Phoenix-London Group and 
the Ocean Accident with which com- 
pany he worked as an A. & H. special 
agent in metropolitan New York. Dur- 
ing World War II he served for over 
three years with the Ninth Air Force 
in the European theatre. 

He is married to the former Joan 
King, who acquired local fame as a 
figure “ ski iter and was in the Center 
Theater, New York, ice review for sev- 
eral years. Mr. McCue was also asso- 
ciated with a number of Broadway 
productions. 


RELEASES NEW SAFETY FILM 





Aetna C. & S. Issues “Gentlemen of the 
Highway” for Motor Coach Drivers; 
Premiere in Philadelphia 

A new safety training film for bus 
drivers has been released by the public 
education department of the Aetna Cas- 
ualty & Surety Co. Entitled “Gentlemen 
of the Highway,” the 16-minute movie 
was filmed by the Aetna’s motion pic- 
ture bureau in West Chester, Pa., using 
the motor coaches and_ transportation 
facilities of The Short Line, Inc. of 
Penn. 

At a special premiere showing. held 
in Philadelphia on December 11 by 
Hutchinson, Rivinus & Co., representa- 
tives of the Aetna, the film was viewed 
by highway safety authorities and a 
score of officials from public transpor- 
tation companies in that area. 

Starting with personal qualification 
tests for prospective motor coach op- 
erators, the movie outlines a_ driver 
training program and pictures safe driv- 
ing practices for both inter-urban and 
local transit operations. 

“Gentlemen of the Highway” is the 
second in a series of films released by 
the Aetna’s public education department 
to promote safety in the commercial 
field, the first being 


transportation 
” a movie for 


“Champions at the Wheel, 
truck drivers. 

The new movie, along with other 
Aetna films, may be borrowed without 
charge through local Aetna agents or 
by writing direct to the company’s pub- 
lic education department at Hartford. 





Make Plans for Meeting 
Of A. & H. Association 


WILL BE IN DALLAS IN JUNE 


Reach Siem: on Nature and 
Length of Program; Convention 
Theme To Be Sales Ideas Roundup 
As a result of frequent meetings of 

the 1951 yveneral convention committee 

of the International Association of Ac- 
cident & Health Underwriters, an agree- 
ment has been reached on the nature 
and length of the program at the Dal- 
las convention next June. The Dallas 
convention committee has adopted as 

a theme for this meeting, “Roundup of 

Accident & Health Sales Ideas” to de- 

pict the Texas locale and to quell 

agents’ constant search for selling aids. 

It was also thought desirable to con- 

centrate on this type of programs for 

the benefit of the sales forces of the 
many companies currently entering the 
disability insurance business. 

The convention will open on Monday 
morning, June 11, with a special break- 
fast for pre-registrants who will be en- 
titled to membership in the Roundun 
Club. The morning business session wi!l 
be confined largely to formal introduc- 
tions, welcoming addresses by local and 
state dignitaries, and will conclude with 
the annual report of the president of 
the association, John B. Lambert, Mu- 
tual Benefit Health & Accident Associa- 
tion, Cleveland. 


To Hear Noteworthy Speaker 


A noteworthy speaker will address 
the luncheon meeting and the afternoon 
business session will be devoted to ad- 
dresses by outstanding men in the field 
of accident and health sales manage- 
ment. Monday evening will be available 
for company sponsored dinners. The 
Tuesday session will include the Inter- 
national Council meeting which will 
hear committee reports and elect new 
officers. A luncheon will follow with a 
renowned salesmanship consultant as 
speaker. The afternoon session will in- 
clude the famous Leading Producers 
Round Table sales panel and the leader- 
ship forum for local association officers. 
A surprise and novel entertainment fea- 
ture awaits conventioneers on Tuesday 
evening. 

On Wednesday morning, the session 
will include the acceptance address of 
the new president and addresses by two 
of the most prominent speakers in the 
accident and health industry. General 
Convention Chairman Emerson Davis 
stated that throughout the convention 
meeting in Texas, entertainment is be- 
ing arranged for the wives and families 
of the salesmen. 

The executive board of the associa- 
tion will hold meetings prior to and fol- 
lowing the convention. 


Davis Appoints Committee 


For Dallas Convention 
Emerson Davis, Inter-Ocean Insurance 
Co., Dallas, Tex., chairman of the con- 
vention committee for the annual meet- 
ing of the International Association of 
Accident & Health Underwriters which 
will be held in Dallas June 11 - 13, 1951, 
has announced the appointment of the 
following as members of the committee, 
all from Dallas: 

General vice chairman, Porter By- 
waters, Employers Casualty Co.; speak- 
ers and publicity, George R. Jordan, Re- 
public National Life Insurance Co.; fi- 
nance, R. C. Davidson, Mutual Benefit 
H. & A. Association; entertainment, 
William A. Crowley, Guardian Life In- 
surance Co.; reception, L. C. Woodham, 
Great American Reserve Insurance Co.; 
hotel reservations, Maynard G. Shearer, 
Occidental Life Insurance Co.; registra- 
tions, John H. Miles, United Bankers 
Life Insurance Co.; printing, C. C. Yost, 
Reserve Life Insurance Co. 


Sichelstiel Named 
Ass’t Vice Prsident 


A. & H. CHIEF ‘IN I RELIANCE LIFE 


Has Been With ‘Ceaaiae Since 1919; 
On Governing Committee of 


A. & H. Bureau 


Bertram L. Sichelstiel, head of the 
accident and health department of Re- 
liance Life of Pittsburgh, was appointed 
assistant vice president of the company. 

In announcing the promotion, Presi- 





SICHELSTIEL 


BERTRAM L. 


dent John A. Mayer said, “It not only 
is a gesture of appreciation of Mr. 
Sichelstiel’s abilities and 31 years of 
devoted service to the Reliance Life, 
but also is intended to give recognition 
to the program of expansion in the 
accident and health field which our 
company has inaugurated.” 

Mr. Sichelstiel, native of Pittsburgh 
and a graduate of Shadyside Academy, 
Princeton University and Harvard Law 
School, practiced law in Pittsburgh for 
a short time before serving in the U. S 
Army in World War I. He started his 
career with Reliance Life in 1919 as an 
A. & H. underwriter in its home office. 
This was only six years after disability 
insurance had been introduced in the 
company. As the years progressed he 
was given more and more responsibili- 
ties and eventually had much to do with 
the development of new A. & H. policy 
features. 

He was appointed assistant secretary 
of Reliance Life in 1935 and was placed 
in charge of the A. & H. department 
in 1945, 

Last September Mr. Sichelstiel was 
given national recognition when he was 
elected to the governing committee of 
the Bureau of Accident & Health 
Underwriters. 


Says A. & H. Ins. Law in 
Texas Needs Redrafting 


George B. Butler, chairman of the 
Texas State Board of Insurance Com- 
missioners, was outspoken in his recent 
recommendation to legislators who are 
dinar 4 the present laws code, that 
buyers of A. & H. insurance should be 
better seats under Texas insurance 
law, particularly as respects polio poli- 
cies. Under the present insurance code 
the public is suffering, he said. 

As an example of needed revision, Mr. 

3utler said that some polio policies in 
iyi xas give complete protection on page 

1 and take it away in the fine print on 
pages 3 or 4. 

A redraft of all Texas insurance law 
is needed, to improve the content and 
to eliminate conflicting and obsolete 
provisions adopted in the last fifty 
years, he said. 
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IF THE average person could see his insurance spread out before 


| le 
S oO 
him like a jigsaw puzzle, the chances are he'd find some pieces 


missing. He’d see in an instant that his protection wasn’t so Insurance Company of North America, founded 
complete as he thought. 1792 in Independence Hall, is the oldest Ameri- 
can stock fire and marine insurance company. It 





The good insurance Agent does make the customer see his heads the North America Companies which meet 
insurance as it really is. He becomes an insurance counselor, the public demand for practically all types of 
takes time to make a thorough analysis of the assured’s coverage. ped song rer tleomer ap gage anseay ng 

A ; $ ‘< ' Automobile, Accident, Aviation and Liability in- 
This thoughtful, professional service builds better relations be- surtane: Didelieg und Gecety Bealn, Seld cals 
tween the Agent and his customers . . . means more business in through Agents or Brokers. 


the long run. 

North America’s advertising and promotional program backs 
> up our Agents in this businesslike way of selling insurance. It 
features the North America Agent as the man whose experience 
and expert counsel are available to help people get the broad 
protection they need. It points out the fact that, for real service 
—and insurance tailored to fit—the North America Agent is 
the man to see. 


INSURANCE COMPANY OF 


NORTH AMERICA 


COMPANIES, Phe 7 











Insurance Company of North America « Indemnity Insurance Company of North America « Philadelphia Fire and Marine Insurance Company 
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REINSURANCE is the bedrock 


of safety underlying the insurance industry’s 
contribution to the affairs of men. 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 


NORTH STAR REINSURANCE 
CORPORATION 
Fire + Inland Marine 
Ocean Marine 


GENERAL REINSURANCE 
CORPORATION 
Casualty - Fidelity 

Surety 
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